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The Acid Test for Fall 


Getting Enough Business in Four Months 
to Make the Year Profitable 


Question asked by many mer- 
chants— 
What are the prospects for fall? 


Our answer— 
Just what you want to make them. 


HIS may seem a flippant an- 
| swer to a flock of letters that 
have winged their way to us, 
but you must admit it is straight- 
forward. To some merchants we 
know the fall season will be a “dud” 
because their stores are marking 
time with goods the merchants 
“want to sell” rather than footwear 
the public “wants to buy.” If in- 
stead they have made the most of 
August and September in not only 
moving store stock but in planning 
purchases of new goods—then our 
answer needs but a few extra sen- 
tences to put them in line with the 
forward movement of what we 
might term a “voluntary prosper- 
ity.” In the past many a business 
achieved prosperity through condi- 
tions favorable to general prosperity 
and not particularly through its 
own efforts. You can make it or 
muff it by what you do in Septem- 
ber—for “you get what you go 
after” and you must plan ahead. 
Four months to go, including in 
that period a new school year, a tre- 
mendous football season, a harvest 
time, a change of weather and a 
holiday climax to the year—cer- 
tainly it is not from lack of points 


upon which to fasten a selling rea- 
son that a merchant hesitates. 

The law of averages helps too— 
four out of five may be dentally un- 
fortunate, but no matter how you 
pick the fall shoes you cannot take 
a loss on more than one pair out of 
every six, if you use fair catch-as- 
can buying methods on top of cus- 
tomary practices in merchandising. 
The checkmate on this loss is in the 
margin of profit taken. There is 
more collective talking of quality 
and less on price, and many a store 
has had occasion to welcome back 
customers bringing feet not im- 
proved by their experience with 
price without service. 

Are you willing, at the beginning 
of the new season, to look back over 
the past eight months and submit 
your business record for 1925 to the 
acid test? 


HEN you are asked about the 

year’s business, can you say, 
“We made a good gain in 1926.” Or 
do you answer, “We just about made 
the grade. Sales were practically 
the same as the year before.” Or 
do your figures show that your busi- 
ness went behind? 

What have been your attitude and 
feeling as a shoe merchant when you 
have read recent N. S. R. A. re- 
ports? Have you looked at the fig- 
ures and said to yourself, ‘““My store 
seems to be showing up about as 
well as most shoe stores do?” 
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That is the voice of business cow- 
ardice. It is oral evidence of your 
desire to sympathize with yourself, 
and to exchange a sense of mental 
distress for an anaesthetized condi- 
tion of contentment. 


HERE is no consolation in feeling 

that your business is as good as 
the average shoe business, as good as 
the other fellow’s. While, on one 
hand, there must have been many 
stores with very poor records, it is 
equally true that there must have 
been a number of stores whose rec- 
ords were much better than the 
medial figures against which you are 
advised to check your store records. 
The good were needed to counter- 
balance the bad, or the medial could 
never have been as high as it is. 

Are you satisfied to trail along 
with the unsuccessful tail-enders? 
Or content to tramp with the ordi- 
nary, commonplace, mediocre store- 
keepers? Or do you want to march 
with the successful merchants right 
behind the band at the head of the 
procession? 

No man can know himself for a 
real merchant until he is willing to 
face the situation squarely, and until 
he feels the deepest indignation at 
the knowledge that his business has 
not gone ahead appreciably over the 
season before. 

If you are a man of courage, if 
you mean to be honest with yourself, 
if you want to know the truth—the 














42 


worst as well as the best 
—about the business done 
in the eight months of 
1926, then apply the acid 
test to your own store. Do 
not judge your business 
for the year to be success- 
ful except upon these 
stipulated terms: That 
your store did a reason- 
ably increased volume of 
business at a larger mar- 
gin of profit. 

There are hundreds of 
shoe stores whose record 
has been comfortably and 
pleasantly above the aver- 
age and above their own 
record for the preceding 
year. Unless your store 
measures up with the good 
ones, you are not justified 
in any feeling of self-satis- 
faction, tranquillity, se- 
renity. Instead, you ought 
to feel keen disappointment 
that the year failed sadly 
to come up to expecta- 
tions; and you ought to be 
vexed in spirit, uneasy in 
mind and disturbed and 
anxious as to what the fu- 
ture may reveal. For the 
shoe man who has not been 
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Better Fall Business 


You get what you go after. 
Consider these five points for fall: 


Maintain a standard of quality in the grades 
of shoes you sell. For you can’t build up a 
good business on uncertain and unsatisfying 
goods. 

Buy carefully, making sure of style values 
and specifying quantities and sizes scientifi- 
cally. For you can’t succeed with the public 
unless you have the right kind of goods on 
hand when people want them. 

Check up your salesmen every day, every 
week, every month, and hold them to a high 
standard of excellence as to amount of sales 
and excellence in salesmanship. And investi- 
gate your store service in its minutest details 
and raise its standard high. For you can’t 
get good margin of profits unless you sell 
something of value besides good merchandise. 

Don’t sit still and wait for possible custom- 
ers to stroll into your store. Go after them 
with good advertising that will bring them in. 
For you can’t get volume of business unless 
a large enough number of folks come in to 
buy. 

The prescription for success in the shoe 
business this fall is: Increased volume and 
increased net profits. You can get them both 
if you want them hard enough, and if you go 
after them hard enough. 
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going ahead in 1926 has 
cause to worry about what 
is going to happen to his 
store in 1927 and other 
years to come. 

Be sure of this: It is 
difficult today to excuse 
failure or mediocrity. The 
war ended eight years ago. 
Conditions are certainly no 
longer abnormal. It is not 
now a case of looking for 
and anticipating changes 
in conditions, but of 
stretching up to the meas- 
ure of a man and meeting 
and conquering conditions 
as they are. 

An average  stand-pat 
record for the year is no 
excuse for complacency. 
It is a misfortune. The 
best it can do for you is 
to stir and stimulate you 
to adequate effort for bet- 
ter business this fall to 
balance a loss’ business 
last spring. 

If you want good busi- 
ness, you’ll have to line up 
your forces for an assault 
on fortune and go after 
good business _ sensibly. 


Big Business at Illinois Convention 





“Judge” Garry, after some persua- 
‘sive talk, sells a good bill of Wal- 
ter Booth’s latest models to W. H. 
Ferter at the Illinois Convention 


T is estimated that a total of 

$300,000 worth of shoe business 
was written at the recent conven- 
tion of the Illinois Shoe Retailers’ 
Association at Peoria. There were 
eighty-six exhibitors taking part in 
the shoe exposition in connection 
with the convention, so that each 
one wrote an average business of 
around $4,000. 

The convention was a real busi- 
ness session. Merchandising topics 
formed the “meat” at the conven- 
tion sessions, and in the’ odd times 
the retail merchants placed their 
advance fall orders—and placed 
them with more confidence than 
would have been the case had not 
the style and economic situation 
been so well outlined in the con- 
vention discussions. 

There were more than 300 dele- 
gates present, a sizeable crowd for 
a State convention. Danville was 
selected as the next convention 
site. 








And here is Orville Meyer putting 
over his argument in favor of 
Carter’s new Hi-Lights to Lyle 
Abbott at the Illinois Convention. 
Both Orville and the shoes did a 
lot of talking, but it was not wasted 
effort 
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How to Create Good Newspaper 


Get a Good Line and Stick to It 


HOE men are urged to “get a 
S good line and stick to it.” 

There never was better advice 
in buying shoes. Then get a good 
line of type and stick to it. Select 
the best line of type your printer 
has for your ads. Stick to that 
line. Use no other. Say we select 
“Cheltenham” as the type. Stick 
to “Cheltenham” or that “family.” 
Use it in its various faces and sizes. 
Instruct the printer to use Chelten- 
ham always in your ads. Caution 
him against putting in any 


Advertising 


Fifth of a Series 


By R. L. Prather 


They do not say: “Same old ad!” 
No, indeed! They know that the 
ads will be full of news of shoes 
and they will look for them. 

When a merchant has adopted a 
certain “style” in his ads and main- 
tains it month after month, and 
year after year, he makes a trade- 
mark of his ads just as familiar to 
people as the trademark of the best- 
known article. Witness the adver- 
tisements of any regular routine. 
Study the newspapers and maga- 
zines. Wanamaker, Pogue, Mar- 
shall Field, all big successful con- 


cerns have adopted a certain style 
and stick to it. Turn over the 
pages of a New York newspaper 
and you will know a Wanamaker 
ad the minute you see it. You need 
not look for the signature. 


OOK at those ads of Ivory Soap. 

You know what they are at a 
glance. There are dozens of the 
biggest advertisers who have 
standardized their methods and 
they seem to be jogging along 
pretty well toward fortune. As 
far as we are concerned, it is a 
good idea to watch the ex- 
ample of a successful man 





“strange faces.” Too many 
times the printer will stick 
in some kind of type that 
he thinks will be artistic, 
or “better,” or more attrac- 
tive. Ten to one he will 
spoil your effect. 

Some critics of this book 
will say: “That writer en- 
courages sameness. He 
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Shoe 
Cut 











and follow his lead. 

Let the other fellow 
change his methods every 
few days if he likes. About 
the time people begin to get 
acquainted with him he 
changes his face. He might 
as well change the sign over 
his door every month as to 





wants standardization. He 
discourages innovations. 





HEADLINE 





change his style of adver- 
tising. 





He is a moss back. He will 
not permit any changes. He 
would make the shoe man 
stick to one standard meth- 
od when he should constant- 
ly seek for new effects and 
types.” 

Yea!- We are talking 
about ordinary shoe adver- 
tising, not the high-falutin’, 
artistic kind that you may 









































be doing in. the big town. 





And, besides, the writer has 
used both kinds. He has 
dabbled with the artistic 
and the high-browed. And 
he has lost some money by 
doing so. And, then, he de- 
cided to stick to the simpler 
forms and standard meth- 
ods—and made money by it. 

Do you know that a shoe 














Have you ever turned 
through the pages of the 
BooT AND SHOE RECORDER 
and studied the advertise- 
ments of some of the big- 
gest and most successful 
manufacturers? Have you 
noticed that they use a cer- 
tain style always? Why did 
a certain company spend mil- 
lions to make people famil- 
iar with’ its trademark? 
Because they know there is 
value in getting and holding 
the memory of people. 
They know that the human 
eye makes a mental photo- 
graph of any trademark 
often repeated, impresses it 
on the brain and preserves 





merchant may make his ad- 


it for future use. 
When you think of shoes 





vertisements so much alike 
in appearance that after a 





what particular shoe do 








you think of? What make 





time the people will come to 
know them by their looks? 


or manufacturer? What 
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trademark comes immediately to 
your mind? The one you see more 
frequently, is it not? Get your 
_ style of advertising impressed upon 
the eyes and minds of the public 
and you have created a great asset. 

The man who tries to do two 
things at once usually messes up 
both of them. The shoe man who 
tries to sell a woman a pair of 
shoes, stockings, bed room slippers 
and shoe trees, all 


BOOT AND SHOE RECORDER 


cut_and the signature in the usual 
place. Notice that each shoe gets 
attention. Both are prominently 
shown. The size of this advertise- 
ment is two columns, increased to 
7 in. deep. 

Diagram No. 2 shows seven shoes 
and a mention of hosiery as a post- 
script. The size of this advertise- 
ment is 9 in. deep and three col- 
umns wide. Two shoes are placed 
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illustrated very well, or else an ex- 
tra special offering of odds and 
ends or broken sizes. The signa- 
ture, of course, is placed at the 
bottom. The shape of this adver- 
tisement is the oblong, or rather a 
joining of a number of oblongs to 
make a perfect arrangement. 

Just because you are having a 
sale that is not a good reason for 
using a “junky-looking” advertise- 
ment. Too many 
clean-up sales fall 





at once, will get so 
mixed up that his 


into the bad habit 








customer will walk 
out. 

That is why we 
advocate advertis- 
ing one shoe at a 
time, as a general 
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Cut 


SALE 

















Shoe 
Cut 


of carelessness and 
ragged appearance. 
Such practice gives 
the sale the look of 
being a poor affair. 
That goes for win- 











dows, too. Many 








rule. Sometimes it 
is necessary’ to 





sale windows look 








like something the 





show more than one 





shoe in an adver- 


CATCH LINE 


cat dragged in. 
The shoe _ mer- 





tisement, when the 


chant who main- 





store has a_ sale, 
when the stock gets 
too large and a 
clean-up is needed. 
But the successful 
advertising plan is 
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Cut 


tains a clean cut 
style of advertis- 
ing, no matter what 
| he is offering, will 
; keep the respect 
and confidence of 








one that sticks to 





the tried and true 
method of doing one 


i —peseFiption 
pespiruen. pertipaee 


peceipliaa— 


the people. If he 





aan 


looks like a tramp 


a 








in his personal ap- 








thing at a time and 
doing it well. 

For the benefit of 
the shoe man who 
must show more 
than one shoe in 
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Gut 
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Cut 


pearance, people 
will regard him as 
a tramp in business. 
If his advertising 
looks ragged, care- 
lessly put together, 








his advertising, we 





are showing some 





people will regard 








diagrams that may 


it accordingly. In 
other words, you 





be helpful. . Note 


CATCH LINE 


= 


are accepted at face 





that the “oblong” 


value, also your 








shape is preserved 


store your adver- 





and the “target” 





es 





idea is used. The 


Fests eript 


tising and your win- 


“ 





dows. 





general layout of b 


Constant adver- 





the advertisement is 
the same as in the | 


SIGNATURE 
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tising, on a regular 





one where but one 


Sh of 





shoe is shown. 
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schedule, keeping 
right out in front 








Diagram No, 1, 
shown herewith, is 
an ideal arrange- 
ment for showing two shoes. The 
shoe of the greatest importance is 
placed at the top and the lesser 
shoe at the bottom. The headline 
is placed in the natural position 
for a headline—at the top under- 
neath the shoe. Then follows a 
news paragraph, then the descrip- 
tions of the two shoes. This, to 
avoid confusion in the mind of the 
reader, should be in two separate 
columns. Prices are repeated in 
the description and alongside the 
shoe cuts. This is for emphasis. 
The postscript is above the lower 


Diagram No. 2 


at the top with descriptions under- 
neath them. The news head and 
paragraph are in their logical 
places. Then follows a catch line 
running across the entire advertise- 
ment, under the descriptions and 
news. 

Next are placed three cuts of 
shoes with descriptions and prices 
underneath. Then a column of sell- 
ing talk with shoes on either side. 
This is followed by a catch line 
and the postscript. That postscript 
may contain mention of hosiery or 
other special lots that cannot be 


of the people every 
day, will do away 
with a lot of special 
sales. It is better to have a small 
sale at the end of each month than 
to wait six months and upset your 
whole business program with a big 
sale. Some of the most successful 
shoe merchants are now clearing 
stock once a month. “The Ninety- 
Day-Dead-Line” has proved to be a 
good merchandising plan. That 
means that no shoe should sit idly 
on your shelves. After it has been 
on hand thirty days it should be 
given a gentle shove. After sixty 
days it should be pushed hard, and 
ninety days thrown cut. 

[CONTINUED ON PAGE 55] 
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Illinois Backs Up “No Clearance” Policy 
and Kansas Talks “Price” 


ATHIS, KAMM & SHIBE, 54 
North Side Square, Jackson- 
ville, Ill., write: 

Your editorial in issue of July 
26th under the heading, “The Clear- 
ance Plague,” is worthy of more 
than passing notice, and without 
any intention of writing for pub- 
lication we wish to state that for 
“a man who knows nothing about 
the shoe business,” “who is stand- 
ing on the side lines,” the writer 
of the editorial has a mighty wal- 
lop. 

If there was ever any excuse for 
these numerous sales it would seem 
that there is a less one now when 
there is more seasons. If these 
semi-annual sales run into the “mil- 
lions and maybe tens of millions,” 
what must they amount to when we 
add pre-inventory, post-inventory, 
mid-winter, mid-summer, clearance, 
stock reducing, money raising, an- 
niversary, dollar day, white, and 
the Lord only knows how many 
other kinds of sales. 

The time was when in the family 
medicine chest castor oil was first 
aid for all ailments. If the patient 
survived, the treatment did it; if 
not the Lord took him. But now 
the patient is loaded in a car, taken 
down to the professional building 
and started through. The first ex- 
amination covers, eye, ear, nose and 
throat. The second, heart and 
lungs. The third, liver, gizzard and 
gall; the fourth the appendix; the 
fifth corns, bunions and ingrowing 
nails. Then by adding up and di- 
viding by five or some other process 
the surgeon can put his finger on 
every sore spot, and there he goes 
to work. 

While a wonderful advance has 


been made in the science of medi- 
cine, the shoe business largely re- 
mains in the castor oil stage, and 
when the dealer figures up his prof- 
its at the end of the year he won- 
ders why the “heck” _ business 
seems so weak. 

We do not know whether you in- 
tended any relationship between 
the editorial and the ad you carry 
on page 79 of the same issue, but 
it exists just the same. An_.old 
prophet said “my people perish for 
lack of. knowledge.” That was true 
2700 years ago; it’s true now. It 
was true of the national life of 
Israel; it’s true of the shoe busi- 
ness. A practical business system 
will largely obviate this evil. 

We have kept a simple, yet com- 
prehensive stock record for more 
than twenty years, and by knowing 
the “sore spots” and working on 
them we find no occasion for pe- 
riodical sales. We have never been 
educated to the point of killing 
business both before and after the 
sale for the privilege of working 
our fool heads off during the sale. 
We would rather lock up and go 
fishing; it’s lots more fun and pays 
just about as well. 


C. SMITH of Smith’s, Welling- 

e ton, Kan., writes: 

What is the most successful 
method for the shoe merchant to 
pursue? Here is how we feel about 
it: 

We, as merchants in this one city 
over 55 years, learn by close ap- 
plication to our demands from 
patrons. It is the only successful 
policy to follow, to give them as a 
majority what they prefer and 


wish. This applies to both style 
and price. 

This: system with as many over 
hours as possible will most certain- 
ly win out. Put a price on each 
shoe displayed in the show win- 
dows and be sure the price is in 
keeping with all fair business or- 
ganizations. This keeps you a safe 
place for your old customers to 
stay, and will catch some of the 
competitor’s customers who are 
looking and peeping around into 
the different stores to see which 
merchant is playing the game fair 
and right in price. 

The American people are con- 
ceded to be the best spenders on 
earth. Give them the money and 
they will hurry to spend it, but now 
with small pocketbooks let’s see 
you get it, and our national close- 
ness of money matters is behooving 
the Americans to be business folks, 
thrifty, economical, and use judg- 
ment in their expenditures. 

Now, under these conditions, to 
hear merchants who insist on keep- 
ing up their profits that.are only a 
whistling distance from war time 
profits seems ridiculous, and such 
merchants are today wondering 
what has become of business, and 
what will happen to recover things. 
Unfortunately these merchants 
have never gone through -hard 
times, and have only floated down- 
stream, and never fought the cur- 
rent. Now comes the old saying 
that one hears at all national meets 
of business conventions for the last 
thirty years, “The survival of the 
fittest.” This saying is very true 
now, meaning the survivor is he 
who plays fair and builds on a 
stone foundation, 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve a Pde = basic WS the 
upon whic the progress of the 
entire allied industries es to shoes 
one leather, their production and distri- 

tion. 








Have Faith in Shoes 


Some one said that a pessimist is a man who is 
compelled to associate constantly with an optimist. 
It might be turned around the other way and 
read just as well. What the shoe trade needs 
most is neither the Pollyanna-Glad-Glad Optimist 
nor the Gloomy Gus Pessimist. We need men who 
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can see things as they are, not as they would like 
to have them. We must recognize the hole in the 
doughnut when we see it. Also we must greet 
whatever degree of gladness that dawns over the 
hill tops of gloom. Too much optimism begets 
laziness and great expectations. Too much. pes- 
simism makes for doubt and hesitation. Let’s find 
the middle ground and camp there. 

The shoe business is a good business. There 
is money in it. There is pleasure and satisfaction 
in it. Shoe men have a great responsibility to 
the public. Depending upon how well they per- 
form is their reward. - 


The Spirit That Wins 


In every town and city visited on a swing around 
the circle, the RECORDER man noted with interest 
that his reception by merchants, to a large degree, 
indicated the status of the dealer. Where the re- 
ception was cordial, the time given to the traveler 
ample and courteous, the store was prosperous. 
Where the greeting was discourteous, gruff, the 
invariable—“too busy to talk”—showed a store 
that was not busy, not inviting, hanging on by 
its eyelashes, existing only by reason of some 
manufacturer’s leniency or stupidity. 

Merchants who willingly and cheerfully stop 
work long enough to be polite to a chance visitor, 
courteous to the traveler, are usually the best in 
the town. Inquiry at the bank discloses the fact 
that such merchants are in excellent financial con- 
dition and making money. 

Politeness is one of the finest things in busi- 
ness. It pays sure returns. A smile is about the 
cheapest of all the equipment a shoe man can have. 
The grouch repels business. The merchant who 
cannot find time to be decent to people will not 
be a merchant very long. He will degenerate into 
a store keeper, then into a back number, then into 
an also ran, and, finally into bankruptcy. 

Traveling salesmen are the best judges of hu- 
man nature. Their calling makes them such. Get 
the opinion of a bright traveler on some of the 
grouches if you want illuminative information. 

The younger generation of retail shoe sales- 
men are the most interesting of all the trade one 
comes in contact with. A live young fellow can 
tell you things that will make you pause for 
thought. Recently we were complimenting the 
young man at the door on the appearance of the 
store. He thanked me cordially and said: “Do 
you know, sir, that it is my opinion that fixtures 
and beautiful show windows do not make a store. 
It is the people in the store that make the busi- 
ness. It is the human element, the personnel that 
gives the store its soul. Without a human organ- 
ization, a store becomes only a place of furniture, 
fixings, and a stock of shoes. In this store you 
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will find that we are all a part and parcel of the 
business. We think of it as our store. This con- 
cern has been in business for many years. Most 
of the old timers who founded it have passed out. 
They have been succeeded by their associates who 
were with them in their pioneer days. We younger 
fellows feel that we too shall inherit something of 
the past when our present superiors pass on. It’s 
a fine thing to look forward to. That is one reason 
why this store looks so good to you. We are not 
only with this business—we are of it, a part of it.” 

Now is that not a fine line of reasoning and a 
splendid thought for a young man to keep in the 
front part of his head? 


Tell "Em—You’re Good 


Occasionally one reads of the liquidation or 
passing from business life of a once great institu- 
tion. It makes one stop and think. Here we see 
the surest proof of that old saying—‘“Out of sight, 
out of mind.” We suddenly remember that we 
had not thought of that particular concern for a 
long, long time. Years ago we knew it as one of 
the outstanding business institutions of its kind. 
It had wide distribution of its merchandise. It 
enjoyed an excellent reputation. Prosperity 
seemed to attend its efforts. Then it began to 
wane. Little by little it faded out of the picture. 
People forget quickly unless they are reminded 
often. The good old concern failed to keep itself 
known. Its goods disappeared from the shelves 
of merchants. Finally we saw them no more. 
What few pairs were made in the old plant found 
their way to the trade through jobbers and under 
the jobber’s private brands. The original owners 
of the business grew old and passed on. They had 
trained no understudy. They had builded no or- 
ganization to perpetuate the name. They had no 
sons, or else their sons had deserted to other fields. 
Then the old, old story was repeated. Strangers 
with no pride in the reputation of the once good 
old name took hold and liquidated or merged it 
with another. There ended 
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erected a monument more enduring than granite. 
It was founded on printers’ ink. 


A New Shoe Needed 


To the shoe manufacturer seeking new outlets 
for his goods, or new styles to increase his output, 
the RECORDER calls attention to the field of auto- 
mobilist-camper. It seems that almost every other 
industry has recognized the possibilities. of this 
outlet. Tent manufacturers, camp equipment 
makers, gas stove producers, scores of others, are 
reaping a rich harvest from the auto-camper. A 
stroll through any sporting goods store or depart- 
ment where camping supplies are sold will aston- 
ish you. Particularly in the west where the 
climate encourages outdoor life, you will find 
camping equipment one of the most profitable lines 
carried by hardware stores. Even on vacant lots 
one will find a display of tents, camp equipment, 
etc., being shown by some enterprising genius. 

Money is being spent freely for all sorts of 
camping accessories as you may notice by glancing 
at the overloaded running boards and the stuff tied 
onto the car in every available place. But shoes 
are their least consideration. 

We saw a young woman autoist wearing a pair 
of boots that might serve as a model. She said 
they had been made to order for her by her home 
dealer. Light weight calf skin made into the 
neatest, daintiest pair of high laced boots! Me- 
dium high heels, rounded, pointed toes, stitched 
with orange silk in handsome patterns, light, welt 
sole, flexible and comfortable. Worn over a pair 
of light weight woolen hose showing four inches 
above the boot tops. And the fit! Wonderful! 
That maiden was a picture in her well-cut khaki 
knickers and brilliant sweater. But she is one in a 
million. 

Some day, perhaps, an enterprising shoe manu- 
facturer with imagination and foresight will step 
out with a line of real auto-camper boots and clean 
up the whole land. He will first of all tell the 

retail trade about them in 





what might have been a 
famous business. It brings 
a feeling of sadness to con- 
template the passing. But 
the rule obtains. In these 
days and times there is but 
one sure way to preserve 
any institution for the fu- 
ture ages—publicity, ad- 
vertising, modern methods, 
keeping abreast of the 
times. The name of Bar- 
num will remain in the |j 
minds of men for many 
years to come. Barnum 
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the business papers. Then 
he will buy some space in 
the great newspapers and 
magazines and sell the mo- 
toring public by millions. 

The RECORDER awaits the 
coming of the new boot 
and congratulates the man 
who beats the field to the 
flag. Meantime we offer 
the suggestion that shoe 
manufacturers begin to 
look about and study this 
new field. 
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‘Decorate "Em With Dollars 


The Boy Scout Plan of Passing Tests Recommended 
for Retail Shoe Salesmen 


By Uncle Dudley 


£ ECENTLY I had a talk with a 
Boy Scout. Most interesting 


little chap. I believe there is” 


no more charming and lovable 

creature than a boy of scout 
age. This little fellow told me a lot about 
his scout work. They all have to pass 
certain tests in order to get certain deco- 
rations, or badges. Certain .badges for 
trailing, for building a fire, for swimming, 
for life saving, and, oh, a dozen more 
things that every man ought to know. 
After hearing this boy talk awhile I felt 
ashamed of how little I knew. It seemed 
that I was about as ignorant of some 
things as a man ever gets. 

* ok * 


And it all put me to thinking. After 
awhile I asked myself this: Why wouldn’t 
it be a good idea for the shoe trade to 
have some kind of a series of tests for re- 
tail shoe salesmen? 

* ca * 


Suppose we put all our youngsters 
through an examination and gave them 
certain decorations for certain abilities? 
Of course our shoe boys would not care 
for badges, or buttons, or ribbons. They 
are, like all of the rest of us, interested in 
more serious things. So, I suggest that we 
decorate ’em with dollars. 

* * * 


How would this work? Suppose we 


graded ’em something like this: For each 


test passed a dollar added to their pay. 
For Pleasing Personality a dollar; for 
Courtesy, 4 dollar; for Tactfulness, a dol- 
lar; for Ability to Gain Confidence, a dol- 
lar, and so on throughout the shoe man’s 
list of abilities—Proper Handling of Feet ; 
Quick Sizing; Fitting; Satisfying the Cus- 
tomer; Making Permanent Customers; 
Permanence of Sale; No Come Backs, and 
all the rest, a dollar. 
ok * * 


Wouldn’t that be a good way of rating 
a shoe salesman or woman? Wouldn’t it 
beat the old P.M. and Commish. all hol- 
low? 

* * * 

All us men and women are only boys 
and girls grown up. We all like to know 
that our work is appreciated in a substan- 
tial way. And we all like contests and 
prize drawings. There is one human 
trait that exists in all alike and that is the 
sporting instinct. We like to compete. 
We all have our favorite game, baseball, 
basket-ball, golf and others. 

* * * 


Why not make our work more of a pleas- 
urable contest, or emulation, into which 
the element of sport enters? I would like 
to know if you think this is practical, or 
just a wild idea. But remember that Co- 
lumbus was considered to be a little bit 
cracked in his time. 
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Another Recorder News Release 


Story for Your Local Newspaper and Picture Furnished 
in Mat Form If You Want to Try It Out 


Cattle at the Pendleton, Oregon, roundup. 


The first step in shoemaking 


Shoes Have Romantic Beginnings 


Humble and Not So Humble Footwear Materials Originate in 
Strange Places—Whole World Drawn Upon for Supplies 


With the exception perhaps of wo- 
men’s shoes, there is to the average 
person very little of the romantic or 
interesting in footwear. And, consider- 
ing the lack of information concerning 
them, we cannot blame the public for 
its attitude. People have bought shoes 
as foot coverings since time immemo- 
rial. It is only in very recent years 
that beauty and fashion have become 
integral parts of footwear. 

That there is a story of adventure, 
travel, sea voyaging, foreign explora- 
tion, and fascinating geographical 
study in shoes, very few are aware. 
Thousands have listened spellbound as 
some lecturer told of his ventures into 
remote parts of the earth in search of 
the new, the strange, the thrilling. In- 
terwoven, and running along beside 
the traN of the explorer is the Ro- 
mance of Shoes. It follows the ex- 
plorer into the depths of India’s jun- 
gles, through Java’s wonderland, far 
off the main highways and over the 
pampas of South America. It goes 
into Darkest Africa, to Greece, to 
Cuba, all over the globe, wherever the 
white man has set his foot. Scarcely a 
known country but what contributes 
its share to the making of a shoe. 

What a wonderful tale is to be told 
of the assemblage of materials from 
the four points of the earth to grace 
woman’s dainty feet, or to protect 





them from the inclemencies of the 
weather. 

For example, that beautiful patent 
leather pump the woman of fashion 
now wears so proudly—what is its 
source? Whence came that lustrous 
finish, that soft pliancy, that altogether 
satisfying look of elegance? From 
what sources came the trimming of 
colored kid skin that gives the shoe its 
piquancy of contrast? That gracefully 
curved heel, that flexible sole, that 
snug-feeling fit around the arch and 
instep, how are they attained and what 
is their story? Surely it is one to en- 
list the imagination of the most pro- 
saic minded. 

Patent leather is made of the skins 
of horses, cattle or goats. If made of 
horse hide it comes from the Steppes 
of Russia where wild bands of horses 
roam as did once the bison on western 
prairies. Worthless for any other pur- 
pose, these wild horses furnish the 
peasantry with an important export 
product. Think of the romance, the 
thrill, the excitement attending the 
chase, the capture, and the final voy- 
age of the skins across the seas to 
America’s tanneries. “Patent colt,” a 
trade term, glibly spoken, but little un- 
derstood by the best informed. 

If it be “patent calf,” the story is 
none the less interesting. The material 
may have come from any one of a hun- 





dred sources, at home or from South 
America. 

But “patent kid” brings at once to 
mind visions of far-off India, China, or 
Himalayan heights. What a tale might 
be unfolded concerning the journeying 
of the white man into the interior of 
India to barter with natives for kid 
skins. Of the long caravan trip to the 
coast, of the loading aboard ships and 
the voyage to America. Surely there 
is a wealth of romance in shoes. 

Arrived in America, the kid, or 
horse, or calf skin has but reached its 
initiatory stage. Tannage must follow. 
And in that process there is still more 
of the romantic, the foreign. Far-off 
countries contribute to the tanning ele- 
ments. Think of it! New Zealand 
gives “damer;” South America gives 
couchone and asphalt; the Baltic Sea 
contributes amber; sandaric comes 
from Africa; mastic from the Island 
of Scio; flemi from Asia, and nearby 
Cuba supplies “Lac.” Our own States 
of America are not missing in the roll 
call of suppliers of tanning materials. 
Lamp black and turpentine from North 
Carolina; linseed oil from Ohio; wood 
naphtha form Michigan; benzine from 
Pennsylvania; blended and applied by 
the hands of men and women from 
every state and race; worked on ma- 
chines that contain the metals and 
workmanship of as many more races 


[CONTINUED ON PAGE 122] 
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Science Applied to Shelving and 


Seating Arrangement 


Latest Regal Store Has New Method of Treating 
These Important Features 


EARS ago shoe stores were 

\ just stores. Too many of the 
present day stores are just 
that—stores, and nothing more. 
Then came a period, not so long ago, 
in which,the salon type emporium, 
or the store with an “atmosphere,” 
came to the front. Retail merchants 
seemed to vie with each other in 
fitting out stores’ with stage settings 
that out-Belascoed Belasco. Stores 
with hidden stock shelves, with walls 
representing plastered and_ tim- 
bered English inns, Spanish mis- 
sions, gorgeous Georgian drawing 
rooms, Louis XVI boudoirs and what- 
not popped up all over the country. 


They all had and still have their 
place. Such stores, however, are 
selling atmosphere as well as shoes. 

Now comes a store that has 
tackled the whole problem of retail- 
ing from another angle, that of the 
utmost in scientific efficiency. Let’s 
look at the problem this wey. The 
function of a store, a shoe store as 
well as any other store, is to sell 
merchandise. to the customer as effi- 
ciently as possible. This means the 
elimination of waste space, waste 
time and waste motion, both for the 
customer and the merchant. Wasted 
time for the customer means irrita- 
tion and the building up of another 
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Arranging the stock according to sizes is only the beginning here. The shelves vary in height and length 


according to the number of pairs of each size and are placed on the flat side of an oval. 
numerals show the customer what size shoe is stocked in each section o 


mental hazard to be overcome. 
Waste of time for the merchant 
means an increase in overhead and 
a consequent shortening of profit. 

A store, then, in which all waste 
time and motion is eliminated is, 
perforce, the ideal from the scien- 
tific selling standpoint. 


HE store we are telling you 

about here may not be 100 per 
cent perfect. The man who dreamed 
it out-and then put his dream into 
wood, plaster, shelves and the other 
accoutrements of retailing does not 
claim that it is perfect, but he does 
feel that. he has approached nearer 


Placards and 


shelving. This is the inventory con- 


trol principle applied to the actual shoe stock 
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The stock on one side of the oval, the customers’ chairs on the other, giving an amphitheater effect. Each chair 
is fitted with an individual Resco fitting machine. Note the “inventory control board” at the left of the picture. 
Not overlooking any bets, a hosiery and accessory case is placed in the center, where every customer must look 


perfection along this line of building 
a scientific store than any other shoe 
merchant. 


HE man who made this store 
possible is Elmer J. Bliss, presi- 
dent of the Regal Shoe Co., and the 
store is his latest New York store, 
on Broadway between Thirty-eighth 
and Thirty-ninth Streets, just below 
the famous Metropolitan Opera 
House. In this store Mr. Bliss has 
put his scientific ideas to work. 
Walk with us down the world’s 
best known street and turn into this 
novel shoe selling establishment. 
You are a practical shoe man. You 
know all sorts of shoe stores. You’ve 
seen them pictured in your trade 
papers and have inspected them 
yourself, but here you see a store 
that startles you. -The two door- 
ways from the street lead into what 
resembles an amphitheater. About 
60 chairs, in blocks of five, are set 
on platforms, and under each chair 
is the scientific Resco foot fitting 
apparatus, with which most shoe re- 
tailers already are familiar. 
These chairs are arranged in a 
semi-oval, all looking toward the 


at it 


center of the store, where is placed 
a large Resco stock control board. 
This stock control system has been 
described from time to time and is 
a feature of the Regal system. So 
far, with the exception of the ar- 
rangement of the seats, there hasn’t 
been anything particularly startling 
in what you have seen. 

But raise your eyes and look far- 
ther. There, radiating out from an- 
other semi-oval, are the _ stock 
shelves, like so many trains on con- 
verging tracks headed for that cen- 
tral point in the store. Further- 
more, these stock shelves are of 
different heights and lengths, begin- 
ning with short and low ones on one 
end, gradually increasing in length 
and height to the center, and then 
sloping off again at the other end. 


HAT this shelving really is, is 

the Resco inventory control sys- 

tem applied to shelving. There are 

15 of these sections. Starting at the 

extreme left is a small section for 

size 5 shoes. There is a section for 

every half size all the way up to 
size 12. 

The reason for the difference in 


the size of the shelves is found in 
the difference in the number of each 
pairs necessary to maintain a well 
balanced stock. The numbers of 
pairs of each size carried in this 
store are as follows: 106 pairs of 
size 5, 432 pairs of 5%, 960 pairs 
of 6, 1546 pairs of 61%, 2095 pairs 
of 7, 2368 pairs of 74%, 2475 pairs 
of 8, 2003 pairs of 8%, 1416 pairs 
of 9, 869 of 94%, 492 of 10, 200 of 
10% and 38 pairs of size 11. 


RRANGING the stock and seats 

in this manner has accomplished 

a number of very definite things. 
First it has brought the customer 
and the shoes as closely together as 
possible. After ascertaining the 
proper size for a customer, the sales- 
person has a minimum distance to 
travel to the shelf for the shoes. 
The best selling sizes, from 7 to 9, 
are right in the center shelves, thus 
shortening the distance to be cov- 
ered to obtain a pair of shoes. No 
excess shelving is needed. The 
amount of stock necessary to con- 
duct business properly has all been 
figured out. The shelves are kept 
full by freauent shipments from the 
[CONTINUED ON PAGE 55] 
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The “How” of Merchandising 
Children’s Shoes 


Herewith is presented an excerpt 
from one of the most interesting ad- 
dresses presented at the recent con- 
vention of the Wisconsin Shoe 
Retailers Association. The talk on 
“Merchandising Children’s Shoes” 
was delivered by Joseph H. Everston, 
Marathon Shoe Company, Wausau, 
Wis.—Editor. 


By Jos. H. Everston 


you consider children’s shoes a nec- 
essary evil—something you think 
you must carry in order to get the 
trade of parents—throw them out. 
Nobody will ever miss them. 

To determine the kind of line you 
should have, analyze your local con- 
ditions. Find out what class of 
trade you want, which is easiest to 
get, which is most profitable, and go 
after that particular trade. Deter- 
mine whether you want the high 
priced trade, popular priced trade 
or low priced trade, and buy your 


loss of customers who want cheap 
shoes at low prices; it isn’t good 
business to carry slow moving items 
on which you lose money just to 
bring in a limited amount of trade. 

The children’s shoe business to- 
day has reached a point where it 
takes the unusual to attract and 
hold the trade of youngsters. In 
selecting your line of children’s 
shoes, make sure that it has a sell- 
ing appeal, outstanding features 
or exclusive talking points that will 
distinguish your merchandise from 
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dren’s department that counts. 


I isn’t the size of your chil- 


It isn’t the investment, or the 
fixtures, or the location, or the 


number of 
lines that you 
have. Only two 
things really 
count in mak- 
ing a _ success 
of the _ chil- 
dren’s busi- 
ness. One is 
the line and 
the other is 
your merchan- 
dising meth- 
ods. 

The chil- 
dren’s busi- 
ness can be 
made as profit- 
able as the 
men’s or wo- 
men’s in pro- 
portion to the 
investment if 
it is given the 
right atten- 
tion and effort. 
You can’t wait 
for the chil- 
dren to come 
in; your clerks 
can’t run away 
when a child is 


being led into| 


the store; you 
eave: 84: a 
child with a D 
width when it 
requires a B— 
and expect to 
make money 
out of your 
children’s de- 
partment. If 








shoes 


accordingly. 
volume of business is 
popular priced class, don’t regret the 


If your big 
in the 


those lines being sold by other 
~stores in your city. Thus you will 
be able to present logical reasons 





Merchandising Children’s Shoes 


LINE 


Get a line with a 
selling appeal. 


See that it has 
outstanding 
features or ex- 
clusive talking 
points. 


Concentrate on 
few lines. 


Specialize in a 
certain definite 
grade —low 
price, popular 
price or high 
grade. 


Don’t buy too 
many styles. 


Carry plenty of 
sizes and 
widths. 


Have your clerks 
assist in select- 
ing styles. 


Choose a name 
that is easy to 
remember. 


Tie up with a 
manufacturer 
who helps you 
move the line. 


Give your chil- 
dren’s depart- 
ment proper 





ADVERTISING 


Have a definite 
schedule or 
plan. 


Make your ads 
stand out from 
others — dif - 
ferent, distinc- 
tive. 


Use simple 
words, to car- 
ry sincerity. 


Advertise as you 
would talk to 
a customer in 
the store. 


Show cuts of 
shoes actually 
advertised. 


Use _ illustrations 
that appeal to 
children. 


Get a good mail- 
ing list and 
keep it up-to- 
date. 


Make use of let- 
ters, folders, 
booklets and 
other direct 
mail literature. 





DISPLAY 


Display chil- 
dren’s shoes at 
all times. 


Use _ attractive, 
highly colored 
backgrounds in 
your windows. 


Have a_ special 
section for 
showing  chil- 
dren’s shoes 
only. 


Put action and 
human interest 
in the window, 
with animals, 
figures, toys, 
etc. 


Use good-looking 
signs and cards 
to focus atten- 
tion on shoes. 


Study competi- 
tors’ displays. 


Chart prepared by Jos. H. Everston. 





SERVICE 


Make children 
feel at home. 


Give the child a 
toy or souve- 
nir. 


Cater to chil- 
dren’s wants. 


Have an individ- 
ual department 
if possible. 


Properly trained 
clerks who like 
to wait on chil- 
dren. 


Correct fitting. 


Keep records of 
name, age, size 
and style. 


| rome 














for children 
and parents to 
come to your 
store and buy 
shoes rather 
than going 
elsewhere. 

After pick- 
ing your line 
and making 
certain that it 
will have the 
widest appeal 
to the class of 
trade you 
want, concen- 
trate on it. 
Do not buy too 
many lines nor 
carry too many 
styles. More 
lines will not 
get you more 
business, but 
will load up 
your shelves 
with duplicate 
sizes, duplicate 
styles and 
odds and ends 
which will eat 
up any profits 
you may make. 
If it is a ques- 
tion of decid- 
ing between 
size and style, 
give the pref- 
erence to the 
size. 

The adver- 
tising of chil- 
dren’s shoes 
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has been the subject of considerable 
neglect. The average merchant does 
not advertise his children’s shoes 
consistently, nor has he a definite 
policy or program. It’s usually 
handled in hit or miss style. To 
properly advertise your children’s 
department put it on a consistent 
advertising basis. Lay out an ad- 
vertising plan and follow it rigidly. 
Determine an appropriation for ad- 
vertising your children’s shoes and 
neither exceed it nor skimp it. This 
appropriation should be a certain 
definite percentage of your sales of 
children’s and growing girls’ shoes. 

Children’s shoes can be adver- 
tised successfully, for children are 
susceptible and responsive to ad- 
vertising. They remember trade 
characters and names and are 
faithful to those stores and lines 
which cater to them. 

Most manufacturers of children’s 
shoes are in position to supply mer- 
chants with specialized forms of 
advertising that will help move the 
shoes off the shelves—signs, cuts, 
folders, letters, stunts and other 
such selling helps. A dealer should 
take advantage of these for it will 
save him time and expense. 

Use pictures in your advertising 
wherever possible, for children are 
attracted by graphic figures. It is 
also advisable to show cuts in your 


newspaper ads of the actual shoes 
which you handle. This will con- 
vey to your customers just what 
you are selling. Make your ads 
more sincere and effective. Avoid 
misrepresentation. 

Mailing lists of children can be 
secured through schools, census 
bureaus, birth registration depart- 
ment of your city, telephone di- 
rectories, city directories, guessing 
contests and other stunts, custom- 
ers’ names and from other sources. 
You can make use of direct adver- 
tising through letters addressed to 
the mothers or children, booklets, 
cards, folders, circulars, monthly 
store papers and any other matter 
that is sent through the mails to 
draw trade. A simple little card 
of congratulation to the child on 
birthdays is very appropriate and 
is appreciated. 

When you get children into the 
store make them feel at home. 
Have an individual department if 
possible. A place that is comfort- 
able, inviting -and which children 
may call their own. A good look- 
ing children’s department may be 
arranged inexpensively. A terrace 
or arch made of lattice work or 
beaverboard extending from the 
ceiling or from the walls at the 
back of the store will be sufficient 
to set off a department by itself. The 
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walls in this department should 
contain panels with illustrations or 
verses that appeal to children. It 
is not necessary to have expensive 
merry-go-rounds, sand piles and 
other contraptions to make children 
feel at home. 

It is advisable to pass out 
souvenirs to children. They have 
a natural weakness for toys and 
novelties which they get for noth- 
ing, and they never forget the 
store which makes them happy by 
giving them these trinkets. Story 
books, balloons, marbles, dolls, 
jump ropes, whistles and numerous 
other items of this kind can be 
secured at small cost and are suit- 
able for give-away purposes. 

Your display of children’s shoes 
should reflect and build up the in- 
dividuality of your children’s de- 
partment. Put a selling punch in 
the display of children’s shoes. 
Make an appeal to the human 
wants or needs of children. Make 
use of action wherever possible— 
put a wax figure or a doll or 
animals or funny characters in 
your. window. Use attractive back- 
grounds to set off the shoes dis- 
played. These can be bright col- 
ored figures or story book charac- 
ters and should be changed often. 





Men Like the Club Type Store 


EN appreciate beauti- 

ful surroundings when 
buying shoes as much as 
women, A. C. and E. F. 
Hamilton, California shoe 
merchants _ believe. They 
have the most convincing 
sort of basis for this belief 
for they have at present four 
successful and_ attractive 
stores of the club type—two 
in San Francisco and two in 
Los Angeles—and will soon 
open a fifth in the latter city 
where they recently pur- 
chased the Emerson’ shoe 
store which they are now 
remodeling. 

All the Hamilton stores 
are club-style shops in which 
particularly attractive sur- 
roundings heighten _ the 
appeal of excellent merchan- 
dise. The newest Hamilton 
store in Los Angeles will be 
built along the lines of the 
beautiful shop opened by the 
firm in San Francisco last 
year. This San Francisco 


One of the “for men only” stores operated in 
San Francisco by A. C. and E. F. Hamilton 


shop, said to be the finest 
men’s shoe store on the Pa- 
cific Coast, is Spanish in 
architecture and furnishings 
and is particularly character- 
ized by its atmosphere of 
restful charm. The high 
ceilinged walls in antique 
finish are hung with great 
panels, painted in realistic 
tapestry effect. The huge 
lantern lighting fixtures of 
wrought iron and amber 
cathedral glass are scaled to 
the proportions of the lofty 
ceilinged room. 

Dark Oak has been used 
in the woodwork and furni- 
ture, the latter presenting 
an interesting grouping of 
red and blue velvet and 
tapestry upholstered chairs 
and lounges. On the floors, 
taupe carpet forms a neutral 
background for a scattering 
of Oriental rugs. Mirrors 
are set in the wall panels. 
Special display cases are used, 
but no stock is seen. 
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The type is as much 
of the Italian as the 
commercial application 
would permit. The ma- 
sonry construction is 
of Travenelle marble 
and Travertine, com- 
bined with the verde- 
antique marble for win- 
dow bases. The crest- 
ing above the window 
cases is of antique 
bronze, with back- 
ground of black walnut, 
and cathedral plaster 
for the ceilings. 


The women’s foyer and men’s shop are floored 
with Pink Tennessee and Chocolate marble rubber 
tile. 

The main fitting room for women is laid in 
Jaspe with blue rugs for fitting compartments. The 
mezzanine fitting room is fully carpeted in Heather. 

Direct entrance to the separate departments is 
made possible by the two.doors provided especially 
for the purpose. 

The seating capacity of 125 is arranged so as to 
avoid congestion when carrying capacity load. The 
20-foot ceiling height and the specially arranged 
ventilating system provides splendid circulation of 
fresh air. 

The attractive feature of the shop is that the ar- 
rangement of the lay-out makes it a practical sell- 
ing store. 

The color scheme of dark woodwork, yellow car- 
tons and blue hangings and rugs makes it restful 
and inviting as well as giving an appearace of be- 
ing substantial and lasting. 
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Equipping the Store to 
Make Selling Easy 


An outstanding example of thought in arrange- 
ment and good taste in design is furnished by the 
newest of Jesberg’s Walk-Over Shops, located at 
716-18 South Broadway, Los Angeles, between Sev- 
enth and Eighth Streets, a block that has the possi- 
bilities of becoming a very important shoe center, 
as there are five other shoe stores in the block— 
Gude’s, Hanan, Wetherby-Kayser, Florsheim and 
Mandel’s. 

The store room has a 35-foot width with a 150-foot 
depth, full basement and mezzanine floor, a total of 
13,500 square feet. The display windows cover 
1000 square feet and have a capacity of 300 pairs 
for display. The front is designed along the lines 
of an arcade and the display windows extend on 
either side the full length to the doors. A smaller 
case is located between the doors and an island case 


is located in the center. 


The window floor is 
of antique colored ce- 
ment blocks. The in- 
terior design and dec- 
orating adheres to the 
Italian type, balcony 
and stair rails, as well 
as light fixtures being 
made of wrought iron 
finished in antique. The 
woodwork is of black 
walnut and walnut-fin- 
ished gum. 
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How to Create Good Newspaper 


Is it not better to keep shoes mov- 
ing than to allow them to stagnate? 
Constant advertising will do the 
job of keeping them active. 

Suggested texts for the two speci- 
men ads are given here: 


Ad No. 1 

$8 (Shoe Cut) 

(Headline) Two Specials for Wednes- 
day. 

(Text) We offer, for Wednesday only, 
two unusual shoes at the price. 
Both are taken from regular stock 
and are good style. 

Above is shown a brown kid 
pump with trim of patent. It has 
a high heel and a stub toe. Just 
the shoe for ordinary occasions 
when you want to feel a little bet- 
ter than ordinarily dressed. Sizes 
are broken, which is the reason for 
the sale. If your size is in the lot, 
you are in luck, for it means an 
excellent shoe for $8. 

(P. S.) We have some extra fine 
values in hosiery this week at low 
prices. Below is another shoe 
taken from regular stock and of- 
fered at the price because of 
broken sizes. This strap pump is 
made of dark tan with trim of 
light brown. Cuban heel, medium 
round toe. Good walking ‘style and 
will go well with most any dress. 


Advertisin y 


[CONTINUED FROM PAGE 44] 


We sold this shoe all season at a 
much higher price. Call and see 
if we have your size. Really a 
rare bargain at $7.00. 


(Signature) 


Ad No. 2 


(a) This light tan kid strap pump is 
well worth looking at. Bought to 
sell at a higher price. Exceptional 
value at the price of $—. 
ANNUAL SALE. Every year we 
clean house just as any good 
housekeeper does. We clear out all 
accumulations and odds and ends. 
In this sale we are offering some 
good shoes at low prices. If your 
size is among them, you can save 
some money. 

A dark tan calf pump of the step- 
in kind. Plain toe and low heel. 
Fine for walking or around the 
house. You should see that at $—. 
(d) Patent trimmed with tan. D’Orsay 
pattern. Medium high heel. Round 
toe. Good substantial sole. Priced 
low to move quickly, $—. 

Satin pump with good style in 
every line. Slightly soiled but eas- 
ily cleaned with our satin cleanser 
(25c.). Priced for quick sale $—. 
Misses’ pump with low heel and 
wide toe. Only a few of a size and 
width, but good ones. Tans and 
ee mostly. Worth every cent 
oO 


(b) 


(c) 


(e) 


(g) One lot of men’s balloon toe 
brogues in light tan calf. Fine for 
all outdoor purposes. Solid and 
heavy soles. Worth more than $—. 
You might think that this was a 
job lot by the prices we ask. But 
we guarantee them to be this sea- 
son’s styles and quality. The 
prices are extremely low because 
we want to move them fast. The 
sizes are broken. Not every size or 
width in any of the lots. But 
your size may be here. Come in 
and look. Glad to show them to 
you. 

Boys’ shoes of black and tan, in 

calf and kid leathers. Fine, strong 

shoes that fit well and wear long. 

Priced very low to sell quick, $—. 

Catch line at top: Many more shoes 
than shown here. This is just a 
taste of the apple. 

Catch line at bottom: We cannot begin 
to show all the offerings here. 
Come and look! 

Postscript: We have a few odd lots of 
very fine silk hosiery for men, 
women and children. From hand- 
ling they have become slightly 
soiled. But a washing will make 
them like new. You may have 
your choice at — per pair if you 
come early MONDAY MORNING 
when SALE BEGINS! 


(Signature) 
(Street Number) 


(h) 


(i) 


(City) 


Science Applied to Shelving and 


Seating Arrangement 


[CONTINUED FROM PAGE 51] 


factory, and when they are full 
there is no need of extra stock. 

As a matter of fact, according to 
Mr. Bliss, the arrangement of shelv- 
ing permits him to do a volume of 
business in this store that would 
require 30 per cent more floor space 
if laid out in the old-fashioned man- 
ner. This shelf and seating ar- 
rangement could not be worked out 
in every store. It is particularly 
applicable to a store that has a gen- 
erous width but a shallow depth. 

The new Regal store has a front- 
age on Broadway of around 60 feet, 


which is increased by another 20 
feet or so with an ell at the left-hand 
side in the back. The narrow store 
presents another problem that Mr. 
Bliss is working on at present. 

Some time ago at a Regal store 
further down Broadway. Mr. Bliss 
had a series of motion pictures made 
of the salespeople fitting shoes and 
making sales. A detailed study of 
these pictures revealed a number of 
interesting things, chief among them 
being that about 130 motions are 
made by a salesman in selling a sin- 
gle pair of shoes by old-fashioned 


methods. And most of those mo- 
tions are made in traveling from 
the customer to the stock shelves 
and back again. That is what put 
Mr. Bliss on the track of a store ar- 
rangement to shorten up the dis- 
tance between the customer and the 
merchandise. 

The success of the new store from 
the start bears out the theory that 
it is scientifically correct, for with 
this store open only about one month 
it already has reached the sales vol- 
ume leadership in the Regal chain. 
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for “LIVE WIRES” only 
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No. 4633 Patent leather 

oxford checker board 

calf trim, 18/8 spiked 

full Louis heel, AA A 
B C widths, $4.00 


No. 4634 Same as 

above, 13/8 covered 

military heel, AA A B 
C, $3.85 


No. 1357 Tan calf . Goddyear © 


welt three eyelet tie with blonde 
calf trim, 12/8 military heel, A 
B C, $3.50 
No. 1358 Tan calf Goodyear 
welt three eyelet tie with tan 
checkered calf trim, 12/8 mili- 
tary heel, A B C, $3.50 
No. 1359 Black calf Goodyear 
welt three eyelet tie with black 
checkered calf trim, 12/8 mili- 
tary heel, A B C, $3.50 


No. 1872 Patent leather D’Orsay 
pump with imported: cut-glass 
ornament, 19/8 spiked full 
Louis heel, AA A B C, $4.00 
No. 1873 Black satin, same 
style as above, AA A B C, $4.00 
No. 1874 Patent leather, 13/8 


covered military heel, A B C, 
tg ~  « $3.75° 


ALL “LIVE” 
NUMBERS 
QUICK 
SELLERS 


Today on Our Floor 


Tomorrow—In Your Store 


IN STOCK 


No. 4008 Black satin 
D’Orsay pump, square 
toe, 19/8 spiked heel, 
AA ABC, $3.50 
No. 4007 Patent leather, 
same style as above, 
19/8 spiked heel, AA 
ABC, $3.50 
No. 4009 Patent leather, 
13/8 square back cov- 
ered military heel, A 
B C, $3.35 
No. 4010 Black satin, 
13/8 square back. cov- 
ered wes ome AB 


No. 4011 Patent leather oxford 

with cherry red lizard calf trim, 

12/8 military square back cov- 
ered heel, A B C, $3.35 


No. 4012 Same style, tan calf 


with trim as above, A B C, 
$3.35 





NOVELTY SHOE CO. 


True to its name CHICAGO FLL’ 
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MSIMONes Cie. 


21 RUE DES PETITES-ECURIES 
PARIS - - - + + FRANCE 




















Aunounce that Mx. DANIEL J. READEY 
of New York and Paris hus been placed 
in charge of their 


Salon ofthe Shoe Peautipl” 


He is probably the best informed shoeman in Europe, and is 
entirely at the disposal of our American customers. 


In addition to placing American buyers in touch with producers 
of such merchandise as interests them, he will be glad to make 
their visit pleasant in every way. 


American buyers are invited to make our Salon of the Shoe 
Beautiful their Paris headquarters. Here they will find comfort- 
able writing rooms with office facilities at hand. Telephone, 
stenographer, etc., at their disposition. Have your mail ad- 
dressed to our care. 


FAIR PRICES 
FAITHFUL DELIVERY 


CORDIAL AMERICAN TREATMENT 
Pi RA AE AR A A A A A eS a eT 


When writing to advertisers please mention Boot arp Sor lEecorvEeR 
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and of their families 
and friends 


belongs to 
SHOE RETAILERS 
and 
MANUFACTURERS 


whose shoes are 


identified d ' 

ge 2 OR that stamp in your shoes is a 

by the union stamp 2 ‘ 
symbol that they are made in a fac- 
tory operating under the contract of 


T&S the Boot & Shoe Workers’ Union—where 
aes UNION Jf factory production is uninterrupted by 
3 strike troubles, because the essence of the 


union) Haram Fa : contract is peaceful arbitration in place 
: of strikes. 








Facto < 
~) . : No trade unionist will buy shoes without 
, < seeing that Union Stamp in them. 


If your shoes are entitled to this stamp, 
and to the benefits of solid labor pat- 
ronage, 


Why not use it? 


& SHOE WORKERS’ UNION 


246 SUMMER STREET 


BOSTON 
affiliated with the American Federation of Labor 


COLLIS LOVELY, General President 
Cc. L. BAINE, General Sec’y-Treasurer 
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AMPUS days are here again 
and the collegiate influence is 
strong in footwear. The Taylor 
Type is particularly well adapted to 
this need—a careful workmanship 
which produces shoes which have a 
characteristic trim and well groomed 
appearance—The Taylor Look. 


Good looks and utility are skillfully 
merged in this Boarded Calf Oxford. 
Distinctively a collegiate style, with half 
rolled heel and Barbour Storm welt con- 
struction. A shoe typical of Taylor. 


TAYLOR SHOE COMPANY 


Executive Offices and Salesrooms 


210 Lincoln St. Boston, Mass. 


Yor Young illen of ofl olges 


MACE IN BROCKTON 
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Imitation Stitched, Saddle, Oxfords 





RETCO 
| ES. ELTS 






Apron Tongue 

155 Patent 

156 Full Grain Tan Calf 
157 Light Smoke with 
Brown Apron Tongue 
Flexible Oak Bend Soles 















Blucher Oxfords 
152 Patent 
153 Full Grain Tan Calf 
154 Light Smoke Leather 
All with Watershed Soles 


at 
wa 
ge 










Blucher Boots 
262 Patent 
263 Full Grain Tan Calf 
264 Light Smoke Leather 
All with Watershed Soles 











tig. 








~~ 


3 












For retailing at: Sizes 5 to 8—$3.00; 
8% to 11— $3.50; 11% to 2—$4.00 
















































Foot comfort first-—that’s what wise mothers demand in 
shoes for their children. That’s the fundamental demand 
that TRETCO GOODYEAR WELTS meet. They are a 
specially designed to develop healthy normal feet. AND, : 
they are built on a foundation of real sole leather that wears f 
and wears and wears. Made right in our own plant, in Balti- ¢ 

n 

more where production conditions are advantageous, 2 
TRETCO shoes are always priced in favor of the retailer. t 

Write for samples today. 4 

tl 

ve 

0! 

in 

al 

a sl 

Ci 

ake ex 

: $1 

The Robt. E. Tubman yy a az DiSitainn a 
Company 7 ea Established 1906 ur 
FETE q 

New York Distributors Tr 

Carrying a Complete Stock of all TRETCO Numbers N: 
WM. KELLERS SHOE COMPANY, Inc, 198 Church St, New York City » 
sel 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 

















Northwestern Boys Strong 
on the ’27 Front 


The Northwestern Shoe Travelers’ 
Association will have charge of the 
sample lines exhibited at the North- 
western Shoe Retailers’ Association 
Convention, which will be held at 
the Ryan Hotel, St. Paul, Minn., 
during Market Week in February 
next. The Northwestern Shoe Trav- 
elers state that reservations for 
space, in the order of their receipt, 
may be made with Max Ellenstein, 
chairman, at 616 First Avenue 
North, Minneapolis. Already 25 
reservations have been ordered in 
response to a recent letter sent out 
by Secretary-Treasurer- E. A. 
Bailey. 

The entire allotment of . rooms 
has been taken over by the North- 
western Shoe Travelers. [It is ex- 
pected that there are a number. of 
Eastern men who will want to show 
lines. 

Each representative who displays 
samples will be charged an exhib- 
itor’s fee of $15, in addition to the 
regular room rate charged and pay- 
able to the Ryan Hotel; where there 
is more than one representative of 
a line, an additional fee of $10 
for each extra salesman will be 
charged. Uniform signs giving the 
names of the lines will be placed at 
each door, as well as a directory in 
the hotel lobby and on each floor, 
without charge. 

The money collected will go to pay 
the expenses of advertising the con- 
vention as well as for entertainment 
of retail shoe merchants, which will 
include a free ticket to the banquet 
and ball for each bona fide retail 
shoe merchant who registers at the 
Convention. The payment of the 
exhibit fee of $15 for the first’ and 
$10 for each additional salesman 
must be made by Dec. 1; no reserva- 
tions will be held after that date 
unless payment is received. 

Reservations can be made by 
members of the National Shoe 
Travelers only and the number of 
National membership card, with 
the name of the local association 
and the name of the firm repre- 
sented, must accompany exhibit fee. 


Johnson with Excelsior 


F. W. Johnson, formerly with N. 
B. Thayer & Co., Inc., covering the 
South, has recently made a very 
pleasant connection with the Ex- 
celsior Shoe Co. of Portsmouth, 
Ohio, to cover the same territory. 
Mr. Johnson takes over the territory 
fermerly had by Charlie Cason of 
Murphysboro, Tenn., who has “gone 


a-farmin’.” Charlie has decided to 


. devote all of his time now to things 


he likes the best, which will consist 
chiefly of directing his farm ‘and 
playing golf. In the old days before 
the Excelsior Shoe Co. connection, 
Charlie made a big “hit” and inci- 


F. W. Johnson, who covers the 

Southeast for The Excelsior Shoe 

Co. of Portsmouth, Ohio. He suc- 

ceeds Charlie Cason of Murphys- 

boro, who has retired to “play” 
for the rest of his life 


dentally “put by a good bit” of 
money by selling the Howard & Fos- 
ter Co.. line. 

Prior to joining the salesforce of 
N. B. Thayer & Co., Inc., Mr. John- 
son traveled the Southwest for the 
old firm of C. S. Marshall Co. He 
is a Brockton man, a member of the 
Boston Shoe Travelers’ Association, 
and is also an associate member of 
the Southeastern Shoe Retailers’ 
Association. He is well known 
throughout the Southeast, which 
territory he will cover for the Ex- 


celsior Shoe Co., and will leave Bos- 
ton about Sept. 10 or 15 “with a 
fast line,” he says. Among the first 
cities which he will “hit” are Balti- 
more and Washington. 


Manufacturers Endorse 
N. S. T. A. Insurance 


A recent edition of the National 
Boot and Shoe Manufacturers’ Asso- 
ciation Bulletin has a long and in- 
teresting article on the N.S. T. A. 
insurance feature. This proves con- 
clusively that the shoe manufac- 
turers’ association is in hearty ac- 
cord with the movement, encourages 
membership in the National Shoe 
Travelers’ Association, and the im- 
mediate enrollment of the salesforces 
of its members so as to take advan- 
tage of this low-priced and liberal- 
termed insurance. A _ specific in- 
stance of this is the letter which 
the Marion Shoe Co. of Marion, Ind., 
has sent to the members of its sales- 
force highly indorsing N. S. T. A. 
insurance and inclosing with this 
letter the article from the N. B. & 
S. M. A. Bulletin. National Secre- 
tary Delany has secured several 
copies ©f the Marion .Shoe Co.’s let- 
ter and has sent éne to each of the 
secretaries of the affiliated locals. 


Wisconsin Increases 
Membership 


The Wisconsin Shoe Travelers’ 
Association (L. L. Imig, president, 
and C. W. Johnson, secretary) is 
making a strong bid for increased 


‘membership, so Secretary Johnson 


reports. They are working hard to 
win either one or both of the two 
$100 prizes offered to the local asso- 
ciation showing the greatest gain in 
members for 1926, these prizes to be 
awarded at the 1927 N. S. T. A. Con- 
vention to be held the first week in 
January, either just before or just 
after the N. S. R. A. Convention. 
The place of the N. S. T. A. annual 
meet has not as yet been decided. 
Several locals have already written 
to the National office requesting that 
the National meet be held in their 
cities. 
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Look over this coupon 


Check what you need 


- 


If you don’t know where the wanted items can be bought, or 
if you wish to receive catalogs and literature from a few of 
the leading manufacturers of these items, mail the coupon to 
the Shoe Store Service Dept. of the Boot and Shoe Recorder, 


189 W. Madison St., Chicago. 


If you feel the need of something in the way of equipment or 
supplies and wish an outside viewpoint on what is best suited 
to your purpose, feel free to consult this department. 


This individual service, gratis, is a part of the Recorder’s 


function of helping you to get more shoes sold right. 


(1) The Hosiery Survey 
O Booklets on Leather 
C] Show Cards 

O Stock Record System 
(J Bookkeeping System 


Store Equipment 

(1 Store Front Construction 

CL) Show Cases 

(C) Counters 

CI Shelving 

C) Ladders 

C) Seating 

0 Fitting Stools 

CJ Window Lighting 

CJ Interior Lighting 

C) Shoe Mirrors 

(C) Cash Registers 

C) Cash Carriers 

C) Autographic Sales Regis- 
ters 

(] Foot Measuring Devices 

C] X-Ray Machines 


Window Equipment 


Decorations 

C Floral Decorations 
C Special Backgrounds 
C) Placques 

C) Rugs 

0) Pillows 

(1 Valances 

C) Decorating Plush 


Office Equipment 

(0 Adding Machines 

C) Bookkeeping Systems 
(0 Check Protector 

C] Sales Check Books 
Miscellaneous 

OC Repair Equipment 

C] Play Room Equipment 
(] Duplicators 

C) Stock Boxes 

0 Carton Labels 

CJ Literature on Leather 


Merchandise 
C Hosiery (kind) 


Remarks 




















(0 Permanent Backgrounds C) Arch Supports, metal 

[] Shoe Display Fixtures () Arch Supports, non metal 

(] Hosiery Display Fixtures (] Shoe Dressings 

C) Leg Forms () Shoe Ornaments pe, 

CL] Color Reflectors (C) Shoe Trees 
O For Men 


Advertising Novelties { () For Women 
yee . (9 For Children Address 








C) For Men 


(1) Souvenirs {3 For Women 
O For Children City and State 





Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 
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George Manson Returns 
from Trip 


George W. Manson, Jr., covers 
the big cities of the Southwest for 
Alden, Walker & Wilde, Inc. Mr. 
Manson returned to Boston the Sun- 
day before the Shoe and Leather 
Fair and greeted the visiting trade 
at the booth of Alden, Walker & 
Wilde. He is making his headquar- 
ters at the Boston office of this 
house, 183 Essex Street, until some 
time in September, when he will 
again start out on his trip. Among 
the new creations in his line are a 
four-button tan calf strap oxford 
with tap soles, four brass eyelets. 


Cummings and Le Favor 
Vacationizing 


George Cummings of L. B. Evans 
Sons Co., who covers the large cities 
of the Middle West, and Harry Le 
Favor, who travels the Southwest 
for the Taylor Shoe Co., have been 
spending a few weeks at Brant Rock, 
Mass. Some of the B. S. T. A. hu- 
morists have been writing long let- 
ters to these boys and are addressing 
them as follows: “Brant Rock, near 
Marshfield, the birthplace of Daniel 
Webster, Mass.” Very few of these 
letters have been answered, it is re- 
ported, so it is safe to assume that 
George and Harry are spending all 
of their time in relaxation, prepara- 
tory to the strenuous fall season’s 
work that is just ahead. 


George Gregory Resigns 


George Gregory, well known shoe 
man, has resigned his position in 
charge of the style end of the Shoe 
Specialty Mfg. Co. and Jefferson 
Shoemakers Branch of the Interna- 
tional Shoe Co., St. Louis. 


The Newly-Weds and an 
Old Auto 


No, they were not going through 
a college initiation “stunt.” They 
were just married. And moreover, 
they had gratefully accepted the 
loan of the Old Liberty auto, even 
though the lender said, “I don’t care 
if it never comes back.” But they 
wanted to take a trip. Their own 
new high-powered car was way out 
in Cincinnati, and the head of the 
house of Weber Bros. Shoe Co., 
North Adams, Mass., to whom they 
paid a visit, wished to cooperate 
with The Newly-Weds in their de- 
sire to see New England first prior 
to their visit to the Canadian 
Rockies, the Pacific Coast and other 
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scenic points enroute to the big 
Ohio city. 

What difference did it make to 
The Newly-Weds if a Boston police- 
man did hold them up and ask them 
to show by what authority such a 
respectable looking couple were driv- 
ing such a disreputable looking, un- 
painted car—of the make of about 
1876, which sputtered and stalled 
every little way—through the 
crowded city streets? Despite all 
of these viscissitudes of the trip, 
Frank J. Weber, dignified shoe sales- 
man for Weber Bros., a former N. 
S. T. A. president, and his bride 
were supremely happy. They even 
offered the National Secretary, Tom 
Delany, a “lift,” and he arrived at 
his office safely. A thorough ap- 
praisal of the car showed that its 
tires had the greatest valuation and 
further demonstrated that its in- 
trinsic worth did not permit of 
garage hire. 





who 

travels the big cities of the 

Southwest for Alden, Walker & 
Wilde, Inc. 


George W. Manson, Jr., 


However, it is understood that the 
Old Liberty made Bretton Woods 
and other points not too far away 
from “The Hub,” and whether or not 
this fact has any direct bearing on 
the following bit of news, neverthe- 
less Charles W. Morrill, vice-presi- 
dent of the N. S. T. A. and chair- 
man of the N. S. T. A. Insurance 
Committee, decided to make the end 
of one of many perfect days more 
perfect by sending to The Newly- 
Weds’ headquarters at the Kenmore, 
Boston, a profusion of _ beautiful 
flowers, thus expressing in his 
typical Bostonese style his esteem 
for Frank J. Weber and his charm- 
ing wife. 





Johnny Jones Visits 
“The Hub” 


Johnny Jones, for many years 
Southern representative for Hanan 
& Son, recently called at N. S. T. A. 
headquarters, 183 Essex Street, Bos- 
ton, to say “howdy” to the National 
Secretary. Johnny also. greeted 
Harry Lynch, vice-president of the 
Boston Shoe Travelers’ Association, 
and other friends at 183 Essex. Mr. 
Jones is a Rockland, Mass., man, and 
spent most of his time at his old 
home there while in the East. 


“Oakey” Speeds to South 


Waldo M. Oakman, who covers the 
country from coast to coast for 
Norman & Bennett, Boston, left 
“The Hub” recently on a hurried 
call to the South. “Oakey” is re- 
garded by his trade as a connoisseur 
on high-grade sport shoes, on ac- 
count of his many years of experi- 
ence in picking out good selling num- 
bers in this type of footwear. Some 
of his accounts in Dixie want 
“Oakey’s” good counsel on sport 
models. He believes that this class 
of merchandise is going to be more 
popular this winter than ever be- 
fore at Florida and other Southern 
resorts. 


Barney Walthers Visits 
Boston 


Barney Walthers made his “de- 
cennial” visit to Boston last week. 
This means that Barney does not 
come to the capital city of Massa- 
chusetts very often; it also means 
that this is the first time in ten 
years that he has been in Boston. 
He visited many of his old friends 
while here. He covers the big cities 
from New York to Kansas City for 
the Algier Shoe Mfg. Co. of Brook- 
lyn, N. Y. 


Walk-Over Salesmen Meet 


On Sept. 1, 2 and 3 the Walk-Over 
salesmen will meet for their semi- 
annual convention. On, Wednesday, 
Sept. 1, there will be morning and 
afternoon sessions at the Walk-Over 
Club; Thursday will be devoted to 
separate meetings of the men’s and 
women’s salesmen. On Friday 
afternoon at the club the salesmen 
have their own meeting with sales 
department executives. On Friday 
evening the semi-annual Walk-Over 
dinner will be held, concluding with 
the president’s message by H. C. 
Keith. 
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A Larde New Field 
or Profits / 


a This fall, women and girls will be buying more 

mee shoes than ever before for gymnasium, basket- 
ball and indoor athletics. They are getting 
more particular about this kind of footwear 
and will not be satisfied with ordinary sneak- 
ers. Like men and boys, they will ask for 


Keds and see that they get genuine Keds, 


























Here is an ever-increasing field for profits. 
You can get your share this fall if you order 
now indoor athletic Keds for women and girls. 

















JUNO 
for 
Indoor Athletics 


United States Rubber Company 























METEOR 
for 
Basket Ball 
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Big Selling Possibilities 
in Basketball Shoes 


Plan Early for This Trade 


OW is the time for retail shoe 
Nonerstants in every city and 

town in the country to plan for 
the biggest season ever on canvas 
rubber soled basketball shoes. Right 
after Labor Day schools will be in 
full swing, with basketball as one 
of the popular features of the gym- 
nasium course. Basketball teams 
will soon be organized; professional 
coaches will be making recommenda- 
tions for the necessary equipment 
for the game—and in all equipment, 
shoes play an important part. For 
basketball players must have a high 
grade rubber soled canvas shoe, espe- 
cially built for the game, or they 
cannot do their best to meet the 
proper requirements of this sport. 
Those retail shoe merchants who 
have not yet ordered their basket- 
ball shoe stock should do so at once 
if they wish to make a bid for this 
big business, which will surely re- 
sult if properly cultivated. 


F any retail shoe merchant has 

not yet made arrangements for 
a basketball window, it surely would 
not be amiss to try a trim within 
the next two weeks—the earlier 
the better. The window will 
make a good tie-up with an ad in 
one or two of the leading local 
newspapers, and with a letter to 
the local coaches or school princi- 
pals. As the shoe store is the 
logical place to sell footwear, 
there is no need to allow the 
sporting goods houses to run 
away with the trade on basket- 
ball shoes, even if it is a sport 
specialty. Those retail shoe mer- 
chants who have recognized that 
basketball shoes, and many other 
sport types of canvas rubber soled 
shoes, are specialties, and who 
have made a consumer appeal for 
this business in a specialized way 
by good publicity, have sold more 
pairs. 

Books on basketball plays, which 
may be obtained for the asking 
from any of the rubber companies— 
pictures placed in the store’s win- 
dows, of professional players or 
teams, or the picture of last Year’s 


COMBINATION 


local team—further help to identify 
the store as basketball shoe head- 
quarters. There is very - definite 
value to the shoe store of a special- 
ized trim on basketball shoes—or of 
a special section of the store devoted 
to sport types of canvas rubber soled 
shoes with the basketball thought 
very strongly emphasized as an in- 
troductory appeal, followed by sev- 
eral other exclusive trims before the 
season commences and before all of 
the “gym” shoes for the school boys 
and girls are bought by the con- 
sumer. 


; HILE actual basketball play 

does not, as a rule, commence 
until a few good frosts have warned 
the juvenile population that there 
will be no more baseball and that in- 
door sports are much more com- 
fortable propositions than those of 
outdoor, all plans for the plays and 
play clothing are made many weeks 
before. Why not invite the new, or 
last season’s, basketball coach or 
athletic instructor of your high 
school to your store some Saturday 


NON-CHAFING TOP 
& BACK SEAM 


HEAVY 
STEEL & FIBRE 
ARCH 
SUPPORT 


REINFORCED 
AROUND 
TOE 
One of the specialty types of basket- 
ball shoes, called “The Greyhound.” 
It has a sponge heel, crepe rubber 
sole, special friction foxing, and has 
a heavy construction throughout 


COUNTER 


morning early in September to give 
a talk on “The Purposeful Play Pro- 
gram,” setting forth the ideas of the 
school in the development of the 
future citizen through a _ well-bal- 
anced curriculum in which athletics, 
and basketball in particular, is an 
important part? ‘The boys and girls 
of the various communities have re- 
turned from summer camps. They 


have learned the benefits to be de- 
rived from organization, from 
proper discipline, and they have 
learned to appreciate both. 


HE managements of well regu- 
lated summer camps, those splen- 
did health schools, have specified 
canvas shoes and rubbers as a part 
of their pupils’ outfitting. All 
through the summertime boys and 
girls have learned to associate the 
idea of canvas rubber soled footwear 
with organized school play; their 
parents have also learned this lesson, 
so it is very easy to “carry on” with 
the idea of canvas rubber soled 
shoes in the winter time, with a 
specialized shoe for the various 
school “gym” games. The principal 
point to remember: is to “get busy” 
early—first, with the required mer- 
chandise, in a wide range of sizes 
for growing feet, and then with good 
publicity, special basketball win- 
dows; special interior displays; spe- 
cial newspaper advertising; letters 
asking the boys and girls of your 
town to visit your store and inspect 
your new stock of basketball and 
other fall and winter sport types 
in canvas rubber soled footwear; 
a personal call or a direct-by-mail 
appeal to school coaches and in- 
structors, and to parents. These 
efforts should be highly produc- 
tive of increased worth while 
business on sport canvas “gym” 
footwear, and basketball shoes in 
particular. 

And do not forget to make 
the acquaintance of that high 
school athletic coach, or that high 
school or grammar school prin- 
cipal who is so much interested in 
the physical development of the 
youth under his instruction. Con- 

vince him, by all means, that the 
stock of canvas rubber soled shoes 
which you have for basketball and all 
other kinds of “gym” work are just 
what the boys and girls under his 
instruction should have; that it is 
essential to their good health that 
their growing feet should be shod in 
good fitting shoes for “gym” work, 
and especially for team play. 
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For Business Reasons, Specify 
Skinner’s Shoe Satin 


Better still, specify Skinner’s | 
“Brooklyn” or “5004” quality, | 
either of which entitles you to 
have the Skinner gold label in the 
heels of your satin shoes. And 
see that it’s put there! 

There is no question about it, 
women will buy satin footwear 
more readily if they know it is 
made of Skinner’s Shoe Satin, for 
then wearing quality is assured. 

Skinner’s Shoe Satin is made in 
all the fashionable colors and is 36 


inches wide, with a 4-ply cotton 
back. 


“Look for the Name in the 
Selvage”’ 


Sneed hann een Aenea NRE Reer ere renmerecteesinenmreeoeomneere ee 
- —— = 


WILLIAM SKINNER & SONS, 
Mills, HOLYOKE, MASS. 
The world’s largest manufacturers of Shoe Satin. 
William Skinner & Sons, New York, Chicago, Boston, 

Philadelphia. Mills, Holyoke, Mass. Established 1848 
This label im 
shoes made of 
Skinner’s 


“Brooklyn” 
and “5004” 


kinners | 
Shoe Satin 
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The ADOREE 


eA sire of exceptional beauty. Black pat- 


ent, edged in beach tanned kid. Narrow single 
strap of same material, fastened by a unique ad- 


justable Scarabian buckle. 


The “ADOREE”’ will be shown in current issues 
of Vogue, Harper’s Bazar, Fashionable Dress, 
Bon Ton, Photoplay, and the Theatre Magazine. 


BOYD-WELSH SHOE CoO. 


DESIGNERS MAKERS 
WOMEN’S STREET AND THEATRICAL FOOTWEAR 


ST. LOUIS, U. S. A. 


BooT AND SHOE RECORDER 68 





Issue of August 28, 1926 

























1926 








St. Louis Pageant of Fashion Again 


Portrays the Market’s Supremacy in 
Shoe Styles 


HE style supremacy of the 

St. Louis shoe market 
AS Dae, . . ; 

Ba es 2gain manifested _ itself 
eee? during the twelfth annual 
St. Louis Fashion Pageant with 
footwear displayed on the runway 
that completely surpassed all previ- 
ous efforts in designing practical 
fashionable footwear. 

This leadership in style footwear 
is not a self-appointed recognition but one that has 
been awarded to the St. Louis shoe industry by 
thousands of retail shoe merchants throughout the 
United States; merchants who have come to this 
center because of the footwear values available. 

At no time as at present have the St. Louis shoe 
manufacturers shown such marked ability in de- 
signing attractive footwear. The new fall lines 
in the hands of the hundreds of shoe salesmen 
representing this market are the highest in stan- 
dard of quality and style ever carried. 

Graceful patterns trimmed daintily in the choic- 
est materials are seen in every line. Beautiful shoes 
vie with each other for beauty of line and per- 
fection of fit and shoemaking. 

The style advancement of the market is so 
intense that the patterns are being introduced daily. 
Especially during the past few months have ma- 
terials and new patterns emanated from this market 
which are setting the pace in style leadership every- 
where. The freshness of fashion and uniqueness 
of design are commanding the attention of shoe 
retailers everywhere. The authenticity placed in 
the style trend as developed by the St. Louis manu- 
facturers is of such assured acceptance by the shoe 
buying public that orders placed by merchants have 
been of sufficient volume to keep the factories of 
this market running to brim capacity. Reports 
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This section presents the high 
lights of the shoes displayed 
on the runway during the 
Twefth Annual Pageant of 
Fashion, held August 4 to 20, 
Garden Theater, St. Louis. 
Its purpose is to be of prac- 
tical assistance to shoe buyers 


emanating from executives in each 
business are all to the effect that it 
is not possible to produce more 
shoes. This again is evidence of the 
confidence merchants are placing in 
the style creators of this market. 

The present business period is 
unquestionably the largest yet ex- 
perienced by the market. While 
shipments and sales last year were 
enormous in volume the final figures when tabu- 
lated for 1926 will be astounding in proportion. 
St. Louis, the World’s Shoe Style Center strength- 
ens its position each succeeding season. Each year 
is found within its portals buyers from fashionable 
marts of the effete East, operators from the smart 
Florida resorts and an influx from the sun-kist 
territories of the far West, with the North and 
Middle West just home-folks in a market long ago 
discovered as a profitable center in which to do 
business. 

Along with style leadership has been the honest 
wearing qualities of the footwear produced. This 
has been a big source in the customer satisfaction 
which merchants reflect in placing their orders 
with St. Louis manufacturers. 

Quality footwear, with wearing standard ac- 
ceptable to the shoe buying public has smoothed 
to a large extent the business path of retail shoe 
merchants everywhere. 

The great in-stock departments of the large 
general line houses have been a service that has 
aided materially the business of shoe retailing. Mer- 
chants use this service in keeping stocks of fash- 
ionable footwear fresh and properly sized. No- 
where can a selection of footwear be made from 
the floor as offered by the gigantic in-stock 
departments of the St. Louis manufacturers. 
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_ exquisite Capitol McKay has a 


Patent vamp, black and white velvet 
quarter, heel and tongue—fancy double 
front ornament. It carries a 19/8 new 
Paris heel, and is made over our Miami 


last. 


It is but one of our many fast selling 
styles. 





Capitol Shoemakers, Inc. 


Eighteenth at Wash 
Saint Louis, Mo. 


“Capitol Styles Complete the Costume” 


70 
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“Pulsate” 





XCLUSIVE footwear creations —that 


do “‘make a profit.” 


Pe digo - Web er Shoe (oe 


SAINT LOUIS 
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fashioned for the American Woman 


re rules the selection of feminine footwear as every 
dealer knows. Every woman demands an assurance that 
her shoes are up to the moment. 


Yes, women insist on style in shoes, but—with very few 
exceptions—not at the sacrifice of beauty and quality. 


The new fall and winter American Lady patterns displayed 
at the Style Show demonstrated beyond a doubt that every 
Hamilton-Brown item possesses that wonderful combination 
of style, beauty and perfect workmanship which will result in 
lasting satisfaction on the part of your women customers. 










American Lady Shoes 





American Lady 


No. 7026 — Sorrel Kid, 
Three Eyelet Tie, Rose 
Beige Trim, 17/8 Covered 
Spike Heel, Single Sole, 
174 Last. 


44% to 8 AA, 4 to 8 A, 3 to 
8 B, 2% to 8 C 
Price $4.85 


Immediate Delivery 





INDEPENDENT OF 
ALL COMBINATIONS 
MEANS 
INDIVIDUAL 
STYLES 
FOR YOUR CITY 





Write or wire for an appointment with one of our salesmen 


_ Hamilton-Brown Shoe Co. “Boson 


Makers of American Lady Shoes, American Gentlemen Shoes and Twinkie Shoes 


for Boys and Girls. 


BooT AND SHOE RECORDER 72 


Issue of August 28, 1926 ] 
























































6€ ° 
‘Unalencia”’ 


ORDS cannot do full justice to the 
beauty of Brownbilt styles shown at the 
1926 Pageant of Fashions. The “‘Valencia”’ 
No. AA168 is a Golden Brown Kid Buckle 
Pump with Gold Buckle and Piping. 16/8 


covered wood spike heel. Turn effect, 





Pageant last. 








AA to C widths $5.35 


Same in Black Satin, Silver Buckle and Piping. 
F422—“Buster Brown” No. AA166 Serer | $4.85 


Misses’ patent Wilma pump, plain toe, Same in Patent, Silver Buckle and Piping. 
single sole, %-in. leather heel, welt, Foot- , 
shaping 27 last, B, C, D, 1114-2. . $3.35 No. AA167 .. ve $4.85 


Girls’ same, 1%-inch leather heel, Foot- 
shaping 43 last, A, 31%4-7; B, 3-7; C, 


ry WWW Vas Gouge, 


IN STOCK 
U. S. A. 








St. Louis 


Issue of August 28, 1926 73 BooT AND SHOE RECORDER 








; iu 
it 


i 


. wi rth 
ie | 
Motta. 





No. 274— Ladies’ Turn Style Process, 
Patent Leather Instep Strap Pump, black 
Iguana Trimmed, 17-8 Celluloid Covered 
Heel, Chic Last, AA to C, 2142-8 $4.50 
H In Stock. 


HE Fashion Pageant emphasized the import- 


ance of footwear in the dress ensemble. Turn- 





Style shoes have the vital elements desired by mer- 
chants who want shoes that harmonize, fit well 


and wear well. 


Mc-ELROY-SLOAN SHOE CO. 
St. ‘Louis, U. S. A. 
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PRONTO—AIl Patent one- 
strap cutout with Novel buckle 
adjustment. Made in all ma- 


terials. 


HE smart distinctive lines now incor- 
porated in our patterns and lasts with 
added fine detail and the style trend al- 
ways in the foreground insures the buyer 


of our line profitable selling footwear. 


\hoel (pecially Manufacturing Company 


Makers of Womens Fine Shoes 
3417 Locust Street, Saint Louis, US.A 


Branch of INTERNATIONAL SHOE CO. 
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MERAMAR 


“IN STEP WITH FASHION” 
For the Smart Trade 


"THE harmonious contrasting colors give this 

One-Strap an extremely attractive appearance. 
It is an all over Black Patent with Newcastle’s 
Blonde Kid trim—Over our 1900 Last with 14/8 


square Box heel. 


Also developed in all dark shades of Kid for fall 
on above Last or on our 1300 Last with 18/8 


Spike heel. 
MADE TO ORDER ONLY 
Four to Five Weeks Delivery 


W. H. LAMPE SHOE CO. 
SAINT LOUIS MANUFACTURERS 
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Madame Pompadour, an- 
other phase in the evolu- 
tion of dress presented at 
Louis Fashion 
Pageant 


“Vanity Fair,’ closing episode of the 
Twelfth Annual St. Louis Fashion Pageant, 
held at Garden Theater 


The Crinoline Girl of the 
70’s, one of a series de- 
picting the evolution of 


dress, at the St. Louis the St. 
Fashion Pageant 


Analysis of Styles Presented on 


Runway at St. Louis Pageant 


WHE style trend as it affects fall foot- 
wear fashions will be more easily 
comprehended this season than at 
any time in the past. 


Patterns 


In patterns there will be from all indica- 
tions only two important types. Patterns 
will not be considered nearly as important as 
materials. Unquestionably it will be a season 
of materials, colors and grains. But getting 
back to patterns, of the types shown in the 
St. Louis style show 40 per cent were one- 
straps, 40 per cent tie oxfords and the re- 
maining 20 were pump effects with a side 
gore sparsely displayed. 

Favoritism should be shown one-straps and 
the percentage as displayed in the show if 
anything was too prominent in tie oxfords. 
Ties will be good without a doubt, but it is 
not believed will show the prestige indicated 
in the figures quoted above. 

The slender one-strap well up on the instep 
is generally adopted in the designing. A few 
center straps were observed on evening slip- 
pers, but in this field pumps were more 
favored. 

Ties for the most part were from 2 to 4 


eyelets. Cutouts were shown on the sides of 
a few, but many preferred the closed fronts. 
In pumps the plain step-ins predominated. A 
side gore to two were shown with little ap- 
proval. Step-ins are usually ornamented 
with a leather bow of some sort. 


Materials 


In materials patent leather is crowned queen 
of shoedom’s fashions. It outstripped all 
other materials and so supreme was its leader- 
ship that it overwhelmed the rest of the ma- 
terials displayed. Patent leather was em- 
ployed in plain and trimmed footwear. Where 
trimming was used the tendency seemed to 
be definite in that delicate effects desired to 
be achieved instead of the bolder combina- 
tions of reptile which made their appearance 
earlier in the season. 

Strips of reptile and colored kid around the 
collar or on the back parts were in the ma- 
jority. A strip running either from the back 
part or down from the base of the strap to 
the arch was a design frequently seen. A 
scroll across the vamp infrequently informed 
one that trimmings were struggling for an 
existence in fashionable footwear as it applied 
to patent leather. The leaning from appear- 
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“Deauville” Beauty-Maid Patent leather, 
dull kid braided strap. Made over 1900 
last with 20/8 spike heel. 


To order only. 


HESE beautiful shoes—made of the best 
materials, style of individuality, perfect 
fitting predominates only in ‘‘Beauty-Maid”’ 


shoes. 


They are worn by the classy girls on the roof 
garden, ball room and street. The trade looks 
forward to the ‘“‘Beauty Maid’ line as the 
“feature picture’ of the style leaders. 


Wolff-Tober Shoe Manufacturing Co. 


Makers of Beauty-Maid Footwear 
2511 Sullivan Ave. 
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“©The Ualter’’ 


Polo vici kid with Leopard 
suede collar. 20/8 heel. 









E are in a perpetual state of being 
oversold. And one does not wonder 





why after viewing the styles displayed by 





\ SHOE MFG.CO. ) 
NE LOUIS 


us on the runway during the Fashion 
Pageant. 


CHOUTEAU SHOE Mre. Go. | 
© shiomabl rotons fo 4 () Fe | | 


918 South Boyle Ave. - - St. Louis, Mo. 
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No. 1929—Beverly 


Patent lace oxford, tan lizard calf 
trimmed. Single sole. 13/8 covered 
wood box heel. Imitation turn. Gloria 
ast. 


AA 4-8, A 3%-8, B 3-8, C 2%-8; $4.60 





4 The Outstanding Shoe Exhibited at the 
i | St. Louis Fashion Pageant 


Gres men from all over the country acclaimed the 
Central Shoe Company models exhibited at the St. 
Louis Fashion Pageant. They immediately recognized the 
Central exhibits as being the very last words in snap and 
style. The model shown above is just one of the many in 
Central’s great new fall line. New catalogs are now ready 
for the fall and winter season. Send for yours right away. 


SAME DAY SERVICE 


| Central’s immense stock makes it possible for shoes to be 
shipped the same day your order is received. 


GENTRAL SHOE CoO. 


Manufacturers 


ST. LOUIS U.S. A. 
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491-2—Patent vamp, foxing 
and toe; black and gold shark 
saddle, tongue and foxing 
panel; one eyelet tie. Our 
) No. 136 last. 






WEEDIE’S wide array of new patterns 

now being shown is in anticipation of 
a strong call for distinctive styles to retail 
at $5 and $6 this fall. Each number 
assures you a rapid turnover and a good 
profit. 


weedie footwear Corporation 











Wenen's Growing Girls* 

General Offices and Saies Office, 
Factory, 1421 Olive St., 
Jefferson City, Mo. St. Louis, Mo. 
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“The Canton” 
5722—Blonde Kid Trimmed, 
17/8 Spike Heel, 3 Eyelet Tie. 
Widths Ato D. $4.00. 


T the Show “Star Brand” shoes on the 
models came in for their share of the 
applause. 
The dominant feature that could not be 
seen is Quality—that built-in Quality which 
shows up and is appreciated by the wearer 
after the shoes have seen service. 


That’s another reason why: 


“Star Brand Shoes Are Better’ 





ROBERTS,.JOHNSONS RAND 


Franch po international Shoe 
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Analysis of Styles Presented on Runway 
at St. Louis Pageant 


ances was toward plainer shoes in 
the patent field, but there was no 
denying that the trimmings in the 
dainty fashion which the St. Louis 
manufacturers have applied them 
added more. distinctiveness and 
beauty to the shoes. 
Trimmings 

Reptile led the field in trimmings. 
Kid was popular but not quite so 
good as the jungle leathers. 

Colored kids were placed second in 
the field of materials. The darker 
shades running decidedly toward the 
brown tones was perhaps the choice 
of colors. There was more of an 
effort for harmony where trimmings 
were employed on kid shoes than on 
patent leather where contrast seemed 
to be the element sought. Some 
reptile was used but other shades 
of kid were more frequent in the 
exhibit. The new note and one 
which may or may not be a trend 
from which dealers can get a quick 
turn is blue kid of a dark shade. It’s 
a color unlike many of the previous 
blues, which has caused many a re- 
tail merchant the same tone in his 
disposition as well as his profits. 
The leather is pretty and combined 
with other materials can be developed 
into beautiful footwear. It is pre- 
dicted to be only a flash and like 
racing a train to a crossing you bet- 
ter know the speed of your trade be- 
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fore leaping into this new material. 
Reptiles if anything made a poor 
showing. There will be many sold 
no doubt but the percentage shown 
by the manufacturers equalled only 
the same number of black satin in 
the display. 

Alligator is the preference of those 
designing shoes. The color is some- 
times referred to as amber and it 
works up well in attractive footwear. 
The snake and lizard leathers did not 
score with much weight and appar- 
ently lack the punch as a big fall bet 
in the retail shoe field. Some em- 
bossed leathers employing designs 
similar to water-marked effects 
were very acceptable as good look- 
ing footwear. Reptile shoes were 
trimmed in kid and reptile. Occa- 
sionally patent leather was combined 
with the leather. 


Heels 


Black satin emerged from its 
lethargy of recent months and 
stepped out with a rather good show- 
ing. Its revival is being heralded 
everywhere and the initial come- 
back in the style show was merely 
a fore-shadow of its coming popu- 
larity. Silver-kid trimming of the 
most delicate variety added much to 
the appearance of the material. 

Heels are _ style sky - scrapper 
height. Not quite so high in the air 
as last season though. The large 










majority were raised to the 17/8 and 
18/8 levels with some slightly lower 
at 16/8. 

Many of the heels are covered with 
the trimming materials. Others are 
covered with the same all-over 
leather used. There is an absence of 
freak heel both in decoration and 
styles. Spanish types are most popu- 
lar. Summing up the style situation 
then from the shoes shown in the St. 
Louis Fashion Pageant and general 
observation of the market it would 
appear that the patterns will be 
straps and ties with a few pumps 
to fillin. In materials patent leather 
will be the big volume getter, some 
kids will be needed as well as a few 
reptile effects. Black satin, no doubt, 
will move more rapidly as the sea- 
son approaches. There are plenty 
of “flashes” upon which a retailer 
can risk his profits if he prefers to 
take them. This is a matter of in- 
dividual decision and one that must 
be made only with the accurate 
knowledge of the dealers consum- 
ing public. 

A new patent of a maroon shade 
was used with good effect-on a num- 
ber of shoes. Combined with grey kid 
a pleasing combination was developed. 
In trimmings it seems to be more 
acceptable and no doubt will receive 
equal prestige in the choice of foot- 
wear by women. Iridescent and a 
gray patent were shown sparingly. 











Shillito’s Enlarge Shoe Dept. 


The John Shillito Company’s shoe 
department for women has been en- 
larged to nearly twice its former 
size and is now perfectly equipped 
to take care of the steadily increas- 
ing business which this department 
has been enjoying. 

Eugene Held is managing the shoe 
end there and building up a solid 
customership on the better grades of 
Turns and Welts. 


A “Rippling Wave” Shoe 


LYNN—A “rippling wave” shoe 
from Daly’s Golden Rule factory is 
a pump with an ornament consisting 
of a frame buckle of leather, the 
leather of the buckle being slitted 














Leather Endures 


Stellarton, N. B.—When the 
Foord Pit mine was opened 
here after being sealed up for 
fifty years, bones of forty 
miners were found and the 
leather in their boots and belts 
was the only bit of their ap- 
parel that remained. 














into plaits and the plaits folled into 
a ripple, so as to get a rippling wave 
effect. One of these shoes is of 
brown suede, with a cherry luster 
trim, and the ornament shows rip- 
ples of plaits in cherry luster and 
suede. 





Buy Bankrupt Stock 


DENVER—The Golden Eagle Dry 
Goods Co., this city, has purchased 
the bankrupt stock of Michaelson 
Brothers. The Michaelsons, which 
for years operated at Fifteenth and 
Larimer Streets, maintained a large 
shoe department in which was car- 
tied footwear for men, women and 
children. The shoe stock has been 
added to the Golden Eagle’s shoe de- 
partment. 


Lining Cementing 

BostoN—An attachment to strip 
the lining or heel pad from the grid 
on pasting machines is now being 
supplied and meeting with great 
favor. It is claimed that it is readily 
applied and that it is easily removed. 
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REPCO STRETCHERS~ 


Standard Equipment 
In Every Good Shoe Store 


mae COMPLETE stock of Repco 

STRETCHERS is a distinct asset 

sito every shoe store. To have 

_ 2 all sizes of stretchers is al- 

“most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are.absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


’ San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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SHOE STORE SERVICE SECTION 


: Devoted to Findings, Fixtures and the Proper Display of Merchandise 
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How Do YOU Do It? 


N the BOOT AND SHOE RECORDER you have no doubt read a good 

| many articles telling “how George does it”—the way that many 

merchants have straightened out the kinks in their buying, 
sales, accounting or administration problems. 

Have you been helped by their experience and ingenuity as re- 
corded by the RECORDER? 

If so, are you willing that they should profit by yours? 

Turn about is fair play. 

It’s more than likely that some of your fellow merchants could 
get a good idea from something you have done or are doing. 

For instance— 

How do you plan Special Sales? 

What ads have brought you exceptionally big results? 

To what do you attribute their pulling power—shoe styles, 
prices, arrangement of ad copy, or some combination of these or 
other features? 

Have you tried different types of window background and found 
that. some one type had a particularly strong appeal? 

What “stunts” have you used lately that have brought in busi- 
ness in volume? 

What has been your experience with advertising novelties and 
souvenirs? 

How do you tie up your printed advertising and your window 
displays so that each will remind people of having seen the other? 

How do you determine your appropriation for advertising? For 
window dressing? 

How do you determine what items to feature in windows and 
ads? 

How do you prepare and use a mailing list? 

How do you follow up customers? 

How do you handle complaints and adjustments? 

How do you handle credits and collections? 

How do you figure markup? 

These are just suggestions. Anything else with which you have 
good success would be of interest. 

The BooT AND SHOE RECORDER will be grateful to you for any 
such information that you can supply for editorial use and as data 
for replies to inquiries from readers. 

Will you please send it to the Shoe Store Service Department 
BooT AND SHOE RECORDER, 189 West Madison Street, Chicago? 

Thank you! 


Recorder Merchandising 
Calendar 
For September 


September 1-4 

Devote at least one window to a 
School Opening trim. Run some special 
ads to tie up with it. Feature school 
shoes until the school opening date, 
which in most towns will be Septem- 
ber 7. 

Whatever be the weather, fall styles 
If it’s 
cool, give them major display space in 
windows and ads. If hot, give them 
just enough to let the people know that 


should be given an airing now. 


you’re ready with them. 


September 6-11 


Time to get the store looking its 
best. Bargain tables in the front of 
the store should be moved to the rear. 
Everything should be as neat and 
smart looking as possible. The new 
styles should be shown in as attractive 


a setting as possible. 


September 12-18 

The biggest single factor in getting 
more shoes sold right is having every 
salesman know where every shoe in 
the house fits customers 
should buy it and for what purpose. 
With this in view, go over the fall 
shoes one by one with the sales force, 
explaining the 
clothes with which each shoe will har- 


in—what 


style and color of 


monize, and suggesting other shoes to 
be worn in change with it. 


September 20-31 

Dances are now coming in for their 
full share of attention. Most people 
give a good deal of thought to their 
appearance, and some to their comfort, 
at these and other social affairs. So 
play up the dance in your windows and 
ads. 

Remember the outdoor pleasures, 
too—hunting, fishing, hiking, games, 
etc. All forms of recreation have a 
human interest appeal. 
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| TEMPTING DISPLAY [jj] 
||| that PRODUCES SALES /}!'|f, 
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Footwear has an added appeal when invitingly CG Za 
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displayed in attractive store fixtures. 

The framed-glass End Display Cases illustrated above Aah dil 

will place an assortment of merchandise constantly ~ Aly 
. WZ ZB 

before your customer’s eyes—each a merchandise iG 

suggestion inducing extra sales ... creating new LaRy’ 

wants—resulting in increased volume and future Na 

business growth. g 

Tests have shown that over 50% of customers appealed cal 

to in this manner make additional purchases—in fact, 

theadditional sales volume and increased profits realized 

will quickly produce liberal returns—greatly reducing 

the fixture investment over a brief period of years. 


Complete information in regard to plans and equipment 
for shoe stores free upon request—no obligation. 


GRAND RAPIDS SHOW CASE CO. 
World’s Largest Manufacturers of Finest Quality Store Equipment. 
Grand Rapids, Mich. - Portland, a - Rhiatien, Md. - New York, N.Y. 
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Making (,ood Use of Displays 


Showing Shoes-in-Process 


of “The Toggery,” Helper, 

Utah, is one of the merchants 
handling the Nunn Bush line who 
have attracted considerable atten- 
tion and created a new interest in 
men’s footwear with a “shoes-in- 
process” display furnished to Nunn 


GC. ‘TSANGARIS, proprietor 


Above—Factory exhibit of 

shoes showing them in vari- 

ous stages of manufacture, 

at “The Toggery,”’ Helper, 
Utah 


At the right—This photo 

shows the portion of the dis- 

play which appeared to the 

right of the view shown 
above 


Bush dealers throughout the country. 

The display is complete and fills a 
large part of an average window 
and shows every operation in the 
manufacture of a finished shoe. The 
average consumer is ignorant when 
the question of the making of a 
shoe is brought up, and most folks 


have no conception of the many 
hands and operations through which 
a shoe passes before it is completed 
Displays of this kind in store win- 
dows are real business building 
features; and while not every shoe 
merchant can get this particular dis- 
play, it nevertheless serves to illus- 
trate what may be done with 
window features to create an 
interest on the part of the 
public. : 


GOOD plan that can be 

worked out where suffi- 
cient window space is avail- 
able is to show a skin as it 
goes into the factory, and in 
their proper sequence show 
exhibits of the shoe in its 
progress through the factory, 
together with shop photos of 
each operation. 

Many people have a con- 
suming curiosity as to how 
various things are made. A 
well arranged display of this 
nature arouses their keenest 
interest, convinces them of 
the merits of the goods dem- 
onstrated and leaves them 
very favorably impressed 
with the store. 
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The Beautiful 
New 
Venetian 


FANCY METAL SHOE FIXTURES 


The latest in shoe fixtures—(Finish Silver and Black) 
Ask for Catalog W.I. 


=| No. 8 
We have 14 styles 
ce of The Period type 
; No. 7 
No. 6 


Wood Shoe Fixtures 


all connections of indestructible metal, and guaranteed against 
Blistering and Warping 
Wood Catalog No. 22 
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If you are interested in Glass Fixtures 


Send for our Catalog 18 - 
THE MOST COMPLETE GLASS CATALOG PUBLISHED 


WRITE FOR SAMPLES “IN STOCK” WINDOW VALANCES, PLUSHES 
AND OUR LIGHT WEIGHT, SUN FAST U60 DRAPING MATERIAL. 
Quality—Service—Courtesy - 

Visit Our Chicago or New York Show Room 


THE HECHT FIXTURE CoO. 


NEW YORK SHOW ROOM DEPT. 12 
16 West Sist St. 


Between Broadway and Sth Ave. 233 South Wells St., Ground Floor, Medinah Building, Chicago 


‘ 
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Fig. 1—For the fall opening a window setting should give prominence to th2 

This is a good way to do it without detracting from the 

dignity of the setting. A plush drape at the back will add warmth to this set- 
ting, which can be constructed of wallboard 


name of the event. 


September Starts Fall Selling 
Campaign 


Are Some Good Trim 


By A. E. EDGAR 


Here 


EAL business will come to the 
R= shoe merchant during 

the entire season if he plans 
his selling campaign efficiently. 
September advertising and mer- 
chandising will start the business 
coming if it is emphatic and en- 
thusiastic enough to arouse the 
people of the community. The ad- 
vertising should be educational and 
tell the people what to expect and the 
window displays should demonstrate 
the merchandise he advertises. 

The September plan should be 
prepared with two objects in view. 
One should be to obtain immediate 
business and the other to start the 
fall business coming in a way that 
will keep it coming during the fol- 
lowing months. Of the two the 
latter is of greater importance be- 
cause of its far reaching results. 


The fall selling campaign should 
include some particular event to be 
featured every week. The _ shoe 
merchant who has something doing 
all the time is bound to be busy, 
and his sales are sure to grow in 
proportion. Shoe merchants who 
find their business at a standstill, 
one year with another showing litle 
or no variation, have themselves to 
blame, not conditions by which 
they are surrounded. 

The shoe merchant who wants his 
business to grow must overcome 
every obstacle in the way of his 
doing so. He looses ground while 
waiting for conditions to change. 
By having something doing all the 
time instead of waiting for some- 
thing to turn up he becomes a bet- 
ter merchant and his business pro- 
gresses. 


Ideas 


As a general program for Sep- 
tember the shoe merchant may 
feature such events as school shoes, 
reptile leather styles, sports models, 
heavier footwear, fall weddings, 
hunting footwear, and last, but not 
least, fall opening. 

Schools in most localities will not 
open until after Labor Day. In all 
probability the shoe merchant has 
been advertising advance fall styles 
for some time preceding the first of 
September. It will be a little 
change to switch to school shoes 
during the first week of September, 
or at least from the first to the 
fourth. 

The RECORDER has given many 
school shoe window settings from 
which the shoe merchant may select 
one for this event. If these can- 
not be found, or if they do not seem 
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To Show Them Is to 
Sell Them 


A displayable quantity of ““Cordo- 
Hyde’’ Laces will have the same effect 
on your customers and the chances 
are very strong that they will bring 
new customers into your store. 


Sell “‘Cordo-Hyde” Laces — in- 
crease the number of visits to your 
store and you increase the possibility 
of selling shoes, shoe-trees and laces. 











AN ATTRACTIVE DISPLAY CARD WILL BE MAILED AT YOUR REQUEST 


O. A. MILLER TREEING MACHINE CO. 


SHOE LACE DIVISION 
BROCKTON, MASS. 
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Fig. 2—This is a good method of changing the appearance of a facsimile 

stone window background. Usually there is a grille panel in the center. 

A banner of black or gold velvet or silk with gold fringe is used to cover 
this ornamentation 


quite to fill the bill, the merchant 
may originate one from the follow- 
ing hints: 

Clean out the window and show 
only juvenile footwear, and prefer- 
ably only such lines as are used by 
school boys and girls. As a back- 
ground construct a huge slate. 
This can be done by using black- 
cardboard with a frame of un- 
stained wood. On the slate draw 
a rude representation of a school, 
and add the inscription, “School 
opens Sept. 7,” giving the proper 
date of the opening. Decorate 
with a few school pennants, photo- 
graphs of the local schools, photo- 
graphs of local head masters of 
schools, etc. As accessories to be 
introduced among the school foot- 
wear use school books, pens and 
pencils, ete. 


T is a good idea to give the prin- 

cipal lines names that indicate 
their connection with school wear. 
It is surprising what benefits are 
derived from well-chosen names for 
school shoes, and in fact all kinds 
of shoes. A catchy name will at- 
tract more gttention sometimes 
than the actual shoes will. 

The following week the window 
display may be an exclusive show- 
ing of styles composed for the most 
part of reptile leathers, or if there 
are too few of these, of styles in 
which reptile leathers are used as 
trimmings. In such a _ window 
stuffed specimens of snakes, lizards, 


alligators and other reptiles are ap- 
propriately used. Few merchants will 
find it possible to procure these, 
however, but all may obtain pictures 
of these reptiles which may be in- 
cluded with almost as good results. 
From the toy store it may be possi- 
ble to procure specimens that will 
give an appropriate atmosphere to 
the display, the entire object of the 
display being to emphasize the new- 
ness of the reptile styles and demon- 
strate their desirability. 

The following week may be given 
over to featuring the formal fall 
opening, style show or footwear ex- 
position. This event should be 
strongly featured by novel ideas. 
Invitations should be sent out to 
prospective customers and every 
possible effort made to assure as 
large an attendance as_ possible. 
This event should be featured in 
such a way as to impress the public 
with its importance. 

While it is not necessary to fore- 
go selling footwear at the formal 
fall opening, the chief object of the 
opening should be to show new styles 
and demonstrate to the public the 
up-to-dateness of the establishment. 
The formal opening may be extended 
to include an entire week, but one 
day or one evening should be singled 
out for the featuring of the new 
footwear on living models if the 
store is large enough to hold such a 
demonstration. If the store is too 
small it may be worth while to se- 
cure a hall. 
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Fig. 3—The idea of this setting 

is to produce a room effect. A 

plain background is set up to 

represent the walls of a room. 

The valance across the top is of 

wallboard, made in sections and 
assembled 


In smaller communities several 
merchants dealing in non-competing 
lines may to their mutual advantage 
join in producing such a style show. 
Local movie houses are often willing 
to provide the hall and the music for 
such features, but it is questionable 
whether the merchants. participating 
get the proper value out of such co- 
operation. 

The window settings for the fall 
opening display of shoes should be 
distinctly attractive. The perma- 
nent background of the window is 
not suitable for such an event unless 
poster panels or other decorations 
are used in conjunction with it. 


HE setting illustrated in Fig. 1 

is of a character that any shoe 
store may adapt to its own needs. It 
may be constructed inexpensively 
and yet serve its purpose very: well. 
It is shown with a plush drape 
hanging for a_ background, but 
where a suitable drape of this kind 
is not available the permanent pan- 
elled back of the window will serve 
the same purpose. 

The central panel is made of wall 
board, a wooden frame of rough 
strips supporting it at the back. It 
is set out from the back of the win- 
dow about four inches to allow 
shelves to be used on the side panels 
for the purpose of supporting bowls 
of flowers. The side panels are 
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Travelers Shoe Company, Boston, Mass. 


A well dressed store 


brings well dressed trade 


opwage looking, attractive shoe stores attract not only more trade— 

but also better trade. For people prefer to buy of—and be seen 

in—progressive, prosperous looking stores. 

And further—shoppers the world over have more confidence in well- 

groomed stores, more respect for the merchandise. For good appear- 

ance in a store naturally reflects careful management—better values— 

and quality goods. 

Modern, high grade, comfortable shoe store chairs— American Inter- 
Shoe Store Chairs—can be the greatest factor in giving your 

store an air of distinction—a background of prestige. 


15 years of experience offered free to you 
For more than 15 years we have made a specialty of Shoe Store Chairs. Have pro- 
duced thousands of chairs—equipped leading stores from coast to coast. 
Our designers and draftsmen—experts in their work—will suggest free, and with 
no obligation on your part, an arrangement of chairs to enable you to serve more cus- 
tomers with greatest speed and convenience and add greatly to the decorative effect. 
Suggestions gladly forwarded by our Shoe Store Service department if you will write us. 


Send today for our illustrated booklet, ‘“The Shoe Store Beautiful.” It shows 
many attractive shoe store chair styles and installations. It will be sent you ‘ree. 


American Seating Company 


1016 Lytton Building Chicago, Illinois 
BRANCH OFFICES: 
NEW YORK PHILADELPHIA 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. 

















BOSTON 
Room 302, 69 Canal St. 
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Fig. 4—A sportsman’s trim always attracts favorable attention to the 


store, even from those who don’t buy that class of mercha 


ndise. Picture 


posters may be hung from the ceiling instead of attached to the panels. 
The ducks may be in silhouette, cut out and suspended by invisible wires 


made of the same material, one cor- 
ner being cut out to give the outline 
of the decoration a change from the 
ordinary square lines so often seen 
in windows. A strip of wall board 
or of heavy cardboard may be at- 
tached to the panel along the curved 
edge to give it the appearance of 
thickness. The shelf is of wood and 
is supported at the back by a couple 
of strips of wood. Strips of wood 


Se 


"Tis time to 
change 
The new 


Tall Styles 
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along the bottom of these panels 
may be nailed to the floor to hold 
them upright, or where the floor is 
finished and the nail holes would 
mar it, bricks may be built up in a 
pile on top of the strip until suffi- 
cient weight is secured to hold the 
panels in an upright position. 

The pilasters placed at the corners 
of the back of the window may be 
made of boards. 

















Fig. 6 


These showcard suggestions speak for themselves. 





Fig. 5—Display accessories with 
varied and effective uses. Rings 
for displaying hosiery may be 
used in many ways, on standards 
and suspended as indicated here. 
Flower bowls made from wooden 
chopping bowls may be refinished 
and re-used frequently. Lamps 
and lanterns are cheery orna- 
ments 


The name panel ‘announcing the 
opening is in circular form and is 
imposed on a lattice made of strips 
of wood and painted. A few sprays 
of fall flowers and foliage are added 
to give a finished appearance. 








Fancy 
Leathers / 
Fall 


Ostrich, 
Alli gator, 
Snake. 
Shark, 
Lizard, ete 
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Fig. 8 











Figs. 6 and 7 are for the fall opening windows while 


Fig. 8 shows an attractive card for the reptile leather footwear display. These designs may be drawn on the 
cards or suitable cut-out pictures may be pasted on 
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Not only None better 
but None so good! 
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$4.50 Complete Mailed to Your Store 


A real shoe stock record keeping book that Gives you an almost daily inventory of your 


does all that a stock record ought to do. stock at cost or at retail prices. 
sane . Tells you instantly the condition of your 
Keeps “tabs” on your buying and a real record stock, sizes and width and patterns. Easy to 


of what you are selling and what isn’t selling. keep up. 
SEND YOUR CHECK TODAY 


Mailed anywhere on receipt of $4.50 to cover book and postage. 


WESTERN SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 189 WEST MADISON STREET, CHICAGO, ILL. 
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Did You Get It? 


“The Guide to 
Better Window Displays’’ 


Every merchant should have a 
copy because it is the accepted 
criterion by which Window 
Display decoratives are judged. 


Only authoritative designs and 
real business building decora- 
tives are shown. 


While we try to get a copy of 
the “Guide” to every merchant 
we are bound to miss many. 


If you haven’t received your 
copy let us know and we will be 
glad to put your store on our 
mailing list. 


Better do it today before you 
choose your Fall Decoratives. 
It will pay you. 


The Adler-Jones Co. 


645 So. Wells St. 
CHICAGO 
































Old Stores New 


A Kawneer Solid Copper Store Front puts an 
entirely different “face” on your building. 
You get the sales-pulling attraction of a new 
store—and you get it at a small fraction of 
the cost. Moreover, you get it without the 
loss of a single day’s business. 


You know from experience how much the 
interior appearance of a store and the counter 
displaying of merchandise has to do with the 
sales volume. Why not attract more people 
to your’ counters through better window 
displays?’ Your Kawneer Front will extend 
an urgent invitation to stop and look, then 
come in and buy. Largely increased profits 
are the inevitable results. 


This Book Shows How 


The coupon below, attached to your letterhead, 
brings you the latest Book of Kawneer ate 
This book shows you how your present buil 
can be remodeled into an attractive, new- 
looking store. Write for the book today! 


Kawneer 


SOLID COPPER 





The Kawneer Company, 
3913 Front Street 
Niles, Michigan. 
Gentlemen:—Please send me a copy of the latest 
Kawneer Book of Designs. 
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Schack’s Wonder Light 


at a Wonder Price 








Zf M Every Type of Display Fixture Known” 


FRANKEL 


“COLONIAL” FIXTURES 
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Make Your Store the Biggest 
Spot on the Street 
Schack’s Wonder oy Spot or Flood 


Will Do It 
These lamps are made of Rayalium, the 
only metal in the world that will not 


corrode, rust or tarnish. There is no 

breakage and they will not burn off like 

glass with mirror back. They will last a Complete : 

life time. Guaranteed for 20 years. ; MAKERS OF TH Se 
Each lamp is equipped with shutter, 4 

foot cord, 6 color screens and standard \ i j 

screw base plug and socket that will fit Etoetste Lemp set te. 

any installation. bee ‘Mazda Lamp. 
State whether Spot or Flood light 1s 

wanted. 


Send for Our New Fall Flower Book Just Off the Press. It’s Free 


SCHACK ARTIFICIAL FLOWER CO. 


d Facet Downt Sal 
iio nN. nopey st. CHICAGO = gE Abams ST. 














And Now—Even More Space Saved! a 
| Great Britain 
This New “‘Flivver’’ Model % % 


Merry-Go-Round | 
Shoe Shop The Shoe Trade Journal 


Takes up only a six-foot circle and seats six is the oldest established Shoe 
annoy wae Sate gepente and Leather Trades Paper in 
More compact than Gr eat Brit ain. 


the former model, 
3550.00. sold for 
$350.00; yet just as ie 
bstantially built and 

pre sa ot Established 1869 
and, with the  in- 
creased production the a t F 
ae * Our Advertising Tariff will be 
This kiddie catching supplied by the Boot and Shoe 


fitting fixture requires 
less floor space than Recorder, Boston, Mass., upon 


six ordinary chairs, ° ° 
not to mention the application. 
fitting stools, which 
aren’t. The clerks 
standing, do their 
work with less moves 
and less fatigue, in 


i tm THE SHOE TRADES JOURNAL 


MERRY-GO-ROUND SHOE ‘SHOP 
858 S. 18th Street, East Leicester : England 
CEDAR RAPIDS IOWA 
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Every Progressive Store 
NEEDS AN 














Adrian X- Rey Hy Foot Fitter 
TO 


INCREASE BUSINESS 
ASSURE GOOD FITTING 
SPEED UP SALES 


A PROMINENT 
CHICAGO MER- 
CHANT SAYS: 


“The X Ray ma- 
chine is almost 
indispensable in 
the present day 
shoe store.” 


BE THE FIRST 
IN YOUR CITY 
TO OWN ONE 


IT’S EASY TO OWN—EASY TO OPERATE 
Write Today for Details 


The Adrian Corporation 


210 Sycamore Street Milwaukee, Wis. 





Shoe Display Fixtures 






















No. 430-B 


J. R. PALMENBERG’S SONS, Inc. 


Creators of Display Equipment for Over 70 Years 
63-65 West 36th Street, NEW YORK. 


CHICAGO BOSTON 
204 W. Jackson Blvd. 26 Kingston St. 
SAN FRANCISCO 
11 First St. 














IN STOCK 


Rhinestone Trimmed 
Pump Straps 











IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 


PHILADELPHIA, PENNA. 




















GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 

Letty A years the Audit — ~ of Circulation has 
solv i ing problem. By a systematic analysis 


of distribution and methods is able to 
ly just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
find it necessary to 


its place. Space buyers no 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulati Our records are audited by the Audit 
Bureau of Circulations. 





VANITY 


Brooklyn Specialists 
In SHOE ORNAMENTS 













To enhance the beauty of your 
line and make it more salable 
feature VANITY ornaments. 


Made in all up-to-date leathers. 


Obtainable Through Your Manufacturer Only 
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1261 Atlantic Ave. Brooklyn, N. Y. 
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IN STOCK 


We Can Ship at Once These Per- 
fect Fitting Pumps—in Black 


Velvet, Patent and Satin 


B498—Black Velvet............. $4.25 B618—Black Velvet ............. $4.25 


BS672—Patemt Colt ........0000. 4.25 oo SO arrestee 4.25 
B3942—Black Satin BS73—Black Satin ..........c008 4.25 





SIZES AND WIDTHS 
AA..4%-8 A...4-8 B..3%-8 C...3-8 











The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


New York Office: 612 Marbridge Bidz. Oakiand, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN H. 8S. KUSHINS 


Chicago Office: Majestic Hotel 
F. J. SATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 























When writing to advertisers please mention Boot anv SHOE RECORDER 





a 


a 


-— 
i 


BER 


aa 5S PIO ee 


———— 
PPM OL IT 
Ce ae TT Rta age 





August 28, 1926 


BOOT AND SHOE RECORDER 


Karly Fall Retail Season Shows 


(ood Promise 


Black is Leader at Beginning of New Season 


the weather is still of a nature that makes fall displays a bit incongruous, but taken 


[: most retail centers the fall season is getting away to a good start. Here and there 


as a whole, the country has swung into the new season with a pace that gives promise 


of success. 


Black, particularly patent leather is a country-wide good seller. 


Here 


and there, reptilian leathers are in good demand. Ooze, dull calf, kid and satin are 


getting a better run than usual. 


in patterns. 


Oxfords, step-ins and straps are the ruling favorites 
In one section of the country one pattern may lead, and in another sec- 


tion another pattern will be in greatest demand. Style changes in men’s shoes are 


yet to be tried out on the public. 


heel models for men have been shown to the public as yet. 


NEW YORK 


Getting Into Fall Stride 


In the last week, New York, shoe 
wise, has definitely turned into the 
fall season. Displays of summer 
shoes, generally made in connection 
with the final spurt of clearance 
sales have given way, almost ex- 
clusively, to showings of new fall 
footwear. The cooler weather aided 
in creating more of an autumn 
atmosphore than is usually the case 
at this time of the year. 

Department stores and specialty 
shops, it was noticed, made their 
shoe displays in conjunction with the 
first showings of new fall styles. The 
new Chanel red and Jungle Green 
costumes were generally accompanied 
by black footwear, ranging all the 
way from the staple patent leather, 
through ooze and black dull calf or 
kid, to the newer lizard and snake 
effects in black. Black lizard, judging 
by Fifth avenue standards, is in for 
a good run this fall and winter, and 
this applies to the imitation as well 
as the genuine. Many of the smartest 
shops are showing imitation lizard 
almost to the exclusion of the 
genuine. 

The demand for fancy oxfords and 
two and three eyelet ties continues 
without perceptible abatement. New 
styles in this are being shown rather 
profusely and seem to be striking 
popular fancy. Strapped and step-in 
models also are in good demand and 
probably will continue so throughout 
the season, in the opinion of trade 
leaders here. 

Several stores are showing shoes 
made of the new wine colored patent, 


but so far there has not been enough 
activity on them to give a true in- 
dication of how the public will ac- 
cept this novelty. In several depart- 
ment stores they have been exploited 
as matching shoes for wine colored 
costumes. 

In the men’s footwear field the 
early fall business is coming along 
slowly. Some new displays have 
been arranged to call attention to 
new fall shoes for men, mainly in 
connection with early apparel show- 
ings. One Fifth avenue store last 
week devoted one window to the 
showing of men’s fall shows, of Eng- 
lish make, in a medium tan grain 
leather. , 

New York men’s dealers are not 
particularly enthusiastic about the 
new high-arch high heel shoe for 
men. A few of them have bought 


New York State Meet— 
Sept. 13-14 


Poughkeepsie, N. Y.— 
Charles T. Miller, president 
of the New York State Shoe 
Retailers’ Association, asks re- 
tail shoe merchants of the Em- 
pire State to reserve Monday 
and Tuesday, Sept. 13 and 14, 
for a trip to this city. The 
Nelson House is the place of 
the big meet. There will be 
“live wire” speakers, a build- 
ing-business program; an ex- 
hibit of the most approved 
footwear styles for fall and 
winter; a good entertainment 
—and New York City, which 
may be easily reached by a sail 





down the Hudson River, is an- 


other nearby attraction. 


Reports are that few of the new high-arch, high 


one or two models sparingly and will 
show them in the near future. So 
far, no public displays of this shoe 
have been made. 


BOSTON 


Business Good on New Shoes 


INDOWS and interior cases 
display new and _ attractive 
early fall shoes for men, women 
and children. There are still a few 
broken spring and summer lines in 
some stores which are being closed 
out at low prices. Sales have re- 
sulted favorably. A few shoe store 
managers report “The best midsum- 
mer clearance sale we have ever 
had.” All report a good response 
from women customers on _ the 
latest footwear arrivals. The ladies 
look at the new colors in Hunter’s 
Green gowns and find that nearby 
a shoe store or the shoe window of 
the department store, is featuring 
one of the tan shades; or a black, 
with reptilian trim in a shade of 
tan, to pleasingly contrast with the 
new green; or if it is a wine shade 
in dress in which the lady is inter- 
ested, she finds that some of the 
very light shoe shades of mauvette 
would make a good accompani- 
ment. One retail shoe merchant 
stated that women customers often 
say “My gown is of such-and-such 
a color and I want a shoe that will 
look well with same.” Hosiery is 
then chosen in a slightly lighter 
shade in the shoe; or if there are 
two color tones in the shoe, the ho- 
siery is selected in the color to 
match the lighter color in the shoe. 
The browns in combination with 
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‘The Stetson Snappy Revue introducing” 


THE 


STETSON 


Ffealdarch 
PON TCGON 


BUILT WITH MILT-FORD-LINERS 
The new Stetson Shoe. for Men 
IN STOCK FOR FALL DELIVERY 
THE STETSON SHOE COMPANY, INC 


SOUTH WEYMOUTH | a MASSACHUSETTS 
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lighter browns are prominently fea- 
tured. Gold and silver pumps, 
buckle trimmed for evening also 
appear in the new showings; the 
silver kid shoe being shown beside 
a chiffon stocking in a delicate rose 
silver tint, called mist; while a chif- 
fon stocking on a golden shade is 
shown with the gold kid pump. The 
new shoes feature generally lower 
heels; there are many French lasts 
with heels from 14/8 to 20/8, and 
flapper shoes built with lower heels 
ranging from 9/8 to 14/8. Prices 
to the consumer show no sign of 
being lowered. Windows continue 
to be trimmed most attractively. 
Plans are being made for a big 
business on children’s school shoes, 
with the footwear wardrobe idea 
very much in the mind of the mer- 
chant to attract parents outfitting 
children for boarding schools. 





ST. LOUIS 


Retail Trade Active 


ETAIL shoe merchants in St. 
Louis are jubilant over the ac- 
tivity in the retail trade as it has 
manifested itself during the first 
three weeks in August. August to 
the retail shoe business, is what 
rain would be to the Tunney-Demp- 
sey fight. No one looks forward to 
a huge volume of sales during this 
torrid month. However, the busi- 
ness throughout the downtown shoe 
belt has been better than fair and 
the trend has been upward. 

Gains are reported in practically 
all stores over the same period of 
a year ago. One of the largest ex- 
clusive stores reported increases 
that were of good proportions. 
Other stores stated they are com- 
fortably ahead and with business 
running on an even keel for the 
remainder of the month they will 
close their books with a good show- 
ing for August. 

Fall shoes are being asked for 
and the sale patronage has about 
spent itself. Footwear being pur- 
chased now is of the full price va- 
riety and everywhere autumn shoes 
are being displayed and sold. Pat- 
ent leather has a runaway field in 
materials. Trimmed shoes are be- 
ing sold and the demand for this 
type of footwear is coming along 
better than reported during the 
previous weeks. Of course, plain 
patent shoes still retain their lead- 
ership and no doubt will hold the 
honors throughout the season. 

Reptiles are not selling big. That 
is the snake and lizard skin types. 


BOOT AND SHOE RECORVER 


Brown alligator is mentioned in 
stores as having possibilities and 
sales on this particular jungle spe- 
cies has crept away from the field. 
Patterns are divided between one- 
straps and tie oxfords with a slight 
advantage in favor of one-straps. 


| MILWAUKEE. 


Retail Trade Good 


USINESS for the month of 
August has been very good in 
Milwaukee. The usual lull in the 
movement of shoes during this 
month is proving much less severe 
than in preceding years, and every- 














Likes Term “Shoe Fitter” 


Albany, N. Y.—Max Tand of 
Tand Bros. writes that he has 
read what Uncle Dudley has 
to say in the “Recorder” of 
Aug. 14 about a “New Name 
Wanted for Shoe Clerks.” He 
says that he has thought in 
similar strain to Uncle Dudley 
that those who sell shoes are 
in a serious, dignified business 
and should be designated by 
terms that tend to elevate 
rather than to degrade. Mr. 
Tand has instructed all of his 
salesforce to discontinue using 
the words, shoe salesman, 
when referring to a co-work- 
er, as he believes that it not 
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for a very good business on kids in 
darker tan and brown shades begin- 
ning in another few weeks. The 
pickup in satins reported several 
weeks ago is still of interest, and 
there is a strong indication that 
satins will fall in behind patents 
and kids for fall. Suéde is receiv- 
ing some consideration, but it will 
probably be played up for later fall 
business rather than an opening 
number. 

A trend to plainer styles is no- 
ticed for fall. Novelty trimmed 
effects are gradually giving way 
before plainer styles. Patents are 
trimmed with touches of dull 
leather, pin seal or other matching 
leather, the principal exception to 
this being alligator. Straps, pumps 
and oxfords are still dividing the 
business, but dealers differ as to 
which group will lead for fall. 








ST. PAUL 




















only sounds too common, but 
that a certain amount of pres- 
tige is lost. “Addressing a 
shoe man as ‘Shoe Fitter’ is 
not only good to hear,” writes 
Mr. Tand, “but it says in two 











syllables just what the man 
really is.” 


one is taking a very optimistic view 
of the fall outlook. There is already 
a very substantial demand for fall 
shoes, following closely on clear- 
ance sales which have been clean- 
ing out odds and ends in a very 
satisfactory manner. 

Patents have been outselling all 
other materials in present business 
and there is a general feeling that 
they will be the outstanding mate- 
rials for the fall months. Reptiles 
have been slowing up slightly in 
some stores, although others find 
them still active, particularly genu- 
ine alligator in oxford types or for 
trimming patents. There has been 
a let-up in the demand for colored 
kids, but merchants are planning 





Big Run on Blacks 


HIS town has gone wild on 

blacks. Black patent leather 
has been having a terrific run, with 
no signs of a let-up, and black satins 
are coming in strong notwithstand- 
ing that the season is a little early 
for them. Mauves and brocades are 
good and some extremely pretty 
pumps in all-reptile and _ reptile- 
trimmed patterns are being shown. 
The better pumps are stepins and 
one-straps, with block heels running 
13/8, 14/8 and 15/8. Certain types 
of the cheaper priced pumps carry 
frilly strap designs and higher heels. 
In men’s oxfords there is little 
change, the wider toe holding out 
because the wide bottom trousers 
are against a tendency to narrow it. 
Rothschild is showing a tap sole on 
the bottom of the regular sole. 
Tans predominate in men’s stuff and 
a golden brown kid 1s the most popu- 
lar of the browns among the women. 
Business outlook is excellent. Buy- 
ers report from 15 to 25 per cent 
increase in footwear buying orders 
for fall on the strength of business 
anticipated as the result of increases 
the past. six months. 





DENVER 








Black and Brown Promising 


ALL shoes are making their ap- 
pearance on the Denver market 
at the present time. Brown gives 
promise of being a leading color 
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“The Comfort Shoe of 





In Stock—A to D 
Price $3.60 


Sustained Stamina for Woman’s Work 


In the business of homemaking a woman’s feet are her trusty allies or tire- 
some foes. 


SALLY SWEET TURNS energize her step and embellish her feet, uniting 


inward service to intrinsic style. 


“The Comfort Shoe of Tomorrow” is a boon to all women and a bulwark 
of profits for merchants. 


The trade you want can be captured—and captivated—with SALLY 
SWEET TURNS. 


Request details on the merchandising plan 


MacLaughlin-Sweet, Inc. 


Auburn, Maine 


SALLY SWEET TURNS 
The Comfort Shoe of Jomouvou~ 
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for men’s shoes this fall. Black, of 
course, will also be popular. Fall 
footwear for women seems to be a 
continuation of summer colors, only 
the shades are a little darker than 
those worn during the summer 
months. Oxfords in~ different 
brown shades are expected to sell 
well. 
er are regaining popularity in Den-. 
ver and merchants expect them <o- 


Black satin and patent leath-.-. 
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propriately for early fall showings 
and.set the new season’s selling off 
to a good start. . 

To wear with frocks and coats of 
Chanel red in particular, Porter’s 
is featuring oxfords and step-ins of 
Chanel red patent coltskin, the first 
shown in San Francisco. This new 








sell well during the -next few . Langley to Manage Consoli- 


months. fi x 
Denver shde merchants report 
that business is showing improve- 
ment and they expect it to show.ifi- 
creased activity as the fall season 
advances. Bounteous crop pros- 
pects for Colorado and the nation, 
current credit conditions and a vol- 
ume of business and industrial ac- 
tivity hardly surpassed in any pre- 
vious period, combine to make the 


business outlook for the coming . 
fall and winter one that should 


have a heartening effect in all quar- 
ters of Colorado. For the first time 
in several years merchants are lay- 
ing in substantial stocks for future 
needs. 


the hand-to-mouth’ buying “which 
was followed for a long time after 
the heavy inventory losses of» the 
famous buyers’ strike. 


SAN FRANCISCO 





AN FRANCISCO children go 

back to school two weeks to a 
month earlier than youngsters in 
other parts of the country. So the 
reopening of Bay district schools, 
Aug. 16, was preceded by a busy 
week in juvenile departments. In 
some stores the outfitting of small 
sons and daughters with new foot- 
wear to wear back to classes began 
even earlier. Downtown depart- 
ment and specialty stores find that 
neighborhood and suburban stores 
which have multiplied rapidly in 
the last year or two are getting not 
a little of the children’s shoe busi- 
ness. 

It was noted that where reptile- 
trimmed patents were most popular 
for small girls this summer, the 
plain types were first choice of oth- 
ers getting ready for school this 
fall. For little tikes of kindergar- 
ten age, high shoes sold extremely 
well. Oxfords in light tan calf 


were the best selling types for gen- 
eral wear for both boys and girls. 

Clearances were well over in most 
stores by the middle of August. 
Cool weather set the stage very ap- 


Present prosperous condi-* 
tions have seen a discontinuance of:. 


dated Shoe Departments 





Joe Langley "4 


St. PauL—Announcement has 
been made that Joe Langley, for the 
past six years manager of the ‘shoe 
department of Hannheimer Brothers 
department store, is to be the man- 
ager of the shoe department when 
Schuneman & Evans and Mann- 
heimer Brothers effect the consolida- 
tion of those two institutions about 
Oct. 1. D. D. Bryson, who has been 
manager for Schuneman & Evans 
for many years, is retiring. The 
consolidation which brings together 
two of St. Paul’s oldest mercantile 
establishments—Mannheimer’s _ be- 
ing 52 and Schuneman & Evans 38 
years old—will be known as Schune- 
man-Evans, Inc. Mr. Langley is 
one of the best known shoe men in 
this section. He came here from 
Chicago and in the period of his 
residence has been president of the 
Northwestern Retail Shoe Dealers’ 
Association. 








material, which found ready ac- 
ceptance, not only because of its 
novelty, but by reason of its gen- 
uine beauty, is used in combination 
with reptile leathers in dressy ox- 
fords and with rouler stitchery in 
step-in pumps. 


‘damphess with scant sunshine. 
_thesthird week brought further evi- 
» dence of a lively demand in the stores 
“yw for new style footwear, both feminine 
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Tie oxfords with spike and me- 
dium heels in reptilian leathers 
and combinations seem to be first 
choice of San Francisco women se- 
lecting new fall footwear. Nar- 
rower straps continue to hold their 
own as a general rule. In some 
stores Colonial step-ins rank next 
to oxfords. In others, one-straps 
or opera pumps are next. One 
store is having special success with 
side ties. Plain satin and patent 
opera pumps are coming back with 
renewed energy after a six months’ 
style vacation. Many San Francis- 
co shops are filling in their stock of 
cut steel buckles but do not ex- 
pect to see as many for street wear 
as they did last year. 


CINCINNATI 





Lively Retail Demand 


EATHER here during the mid- 
dle weeks of this month was 
decidedly unpleasant; a continual 
Yet, 


‘and masculine, and the majority of 
the merchants seem confident that 
this indicates the start of a brisk 
fall trade. 

An added scource of revenue is 
being derived from the sale of 
youngsters’ shoes for wearing when 
school reopens early next month. The 
high school element especially show- 
ing an early interest in making prep- 
arations. 

No decrease in demand for Patent 
leather is evident. The reverse is 
more probable although some shoe 
men do not expect to see the “bright 
and shiny” continue its near mon- 
opoly much longer, anticipating a 
swing to the tan and brown shades 
in Calf and kindred leathers by mid- 
September. “Checkered” Calf for 
example, displaying an effect similar 
to fine grained reptile kinds, is called 
new and interesting, and the same 
checkered motif is also shown in 
Patent and Gunmetal, 

Versions of the trend in heels are 
far from unanimous, with certain 
localities claiming a play on the 
Cuban and military types and others 
stating that their women’s trade is 
still partial to the slim and high kinds 
of appendages. The thing that mat- 
ters most however, is the agreeable 
tenor concerning possibilties for 
profit. Nearly everyone appears con- 
fident that Cincinnati retail business 
will enjoy a satisfactory continuance. 
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Borderband 


Favhioned in Patent Leathey . ver Med'vm 
Round Toe Last, fitted with 3,8 Cub e ° 
heel. Also avaliable from stock in Biack HE revival of black as a premier color for 
Satin and White Kid. - . 
smart footwear, especially when of patent 


Wie Ride sco leather, finds the RICKARD IN STOCK 
este be gpa thy DEPARTMENT ready to supply the de- 


Lois—One Strap, 17/8 Spanish Heel. 
Rivoli—One Strap, 20/8 Spanish Heel. d ith t d li e 
Sieoty te Gen hace mand W) promp euverics. 
Joun—Gore Pump, 15/8 Spanish Hee’. 
Dofla—Seamless Opera Pomp, 19,8 
Spanish Heel. 


Me RICKARD A WOE COMPANY 


TAWA STE MAMACHUSETL 
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Shoe Production Continues 


At High Rate 


New Orders Keep Factories Operating Briskly 


Initial fall orders were sufficient to bring production to a high rate. 


E manufacturing shoe trade apparently is riding the crest of a wave of good 
business. 


Business booked in July was generally sufficient to keep the wheels moving until 


October. 


men get into their territories. 


Now new orders are beginning to come into the shoe plants as road sales- 
Stylewise factory reports indicate no let up in blacks. 


More novelties are beginning to come through the works and they will be “sprung” on 


the public a little later. 
ture in the trade. 
in general. 
but it is still too early to 





Production Still Strong 


RODUCTION continues good. 
Makers report orders ahead in 
satisfactory volume. Styles are sim- 
pler and good styles last longer. 
Business in women’s shoes appears 
to be on a substantial basis. New 
samples, for October and Novem- 
ber sales, are coming from the fac- 
tories. They show blacks strong, a 
more vigorous development of 
browns, and a startling array of 
dress shoes for dancing. These 
shoes are in pump, step-in and ox- 
ford patterns, with pumps leading. 
Blacks figure up to 60 or 70 per 
cent for immediate sales and future 
orders, with a number of firms. 
Patent is the foremost black. A 
new idea is to inlay patent leather 
shoes with black calf, in pin seal, 
morocco or like fine lines. Black 
suédes, which are coming a bit 
stronger, are overlaid with black 
grain or reptile grain leather, for 
tips, saddle and quarter trims. Re- 
ports on black satins differ. 

New sample shoes of the brown 
leathers show suédes, with trims of 
cherry or copper luster, and kids 
in Stroller, Hamstead, Marsala, 
Maderia or like shades of brown, 
with trims of brown luster or rep- 
tile leather. Some beautiful blend- 
ing of colors is being done. 

Faceted heels, with beveled 
breast lines, are now on some Lynn 
shoes. Some of them have six or 
seven flat sides. . 

About half of the new samples 





In women’s shoes welts are in stronger demand, a new fea- 
Orders at the factories show a “trading-up” tendency among retailers 
Several men’s factories are trying out the new high arch, high heel shoe, 


judge the strength of this innovation. 


are in strap effects. Some dress 
models have the slenderest straps 
yet. Street and sport models have 
wide straps. Some are slotted to 
make them look light. Some fas- 
tened with harness buckles. A new 
buckle for dress shoes is adjustable 
like the buckle on a man’s garter. 
It is made in artistic designs. 

More step-ins are in the sample 
lines. Most of them have gores in 
the throats. The gores are covered 
with fancy ornaments of many 
sorts. Plain pumps are offered, to 
be trimmed in the stores, with such 
buckles as the merchant may have 
in stock. 

New samples of oxfords present 





She Knew What She Wanted 


Lynn.—A woman of inde- 
pendent mind, as well as 
means, called at a Lynn fac- 
tory the other day. “I would 
like some shoes like these,” 
said she, producing a pair of 
old shoes. 

“But, madam,” said_ the 
shoemaker, “nobody is wear- 
ing that color just now.” 

“I care not,” she retorted. 
“It is my color. My clothes 
are of that color and I am go- 
ing to have shoes of that color 
if I have to make them my- 
self.” 

She got the shoes of that 
color, though the shoe man 
had to shop around to find the 

















leather of which to make them. 
She bought a set of shoes. 
ienelieboloetill 


two types, the light and graceful 
kind, with slim shanks, high heels 
and fancy fronts for street, and 
lower heels and wider lines for 
street and sport wear, or, also, for 
wear to the football game. More 
staple boots will be produced, but 
they make no splash in styles, for 
they represent only the normal 
gain in the number of women who 
must have boots. A further devel- 
opment of welts is expected later. 
Some firms already have a good 
business on welts. 


| HAVERHILL | 


Business in Big Volume 


RDERS for early fall delivery 

are coming into local factories 
in good volume with indications 
that there will be general activity 
throughout the industry before the 
end of the month. Some of the 
larger plants already report orders 
contracted up well into October. 
The local shoe men find great en- 
couragement in the reports from 
the big city markets showing a call 
for better grade merchandise. Dur- 
ing recent seasons many of the 
shoe men have been forced to make 
their shoes at a price in order to 
run their factories at the desired 
volume. With the increasing call 
for better. grades of footwear the 
local plants hope to add new laurels 
for quality and style merchandise. 
The turn manufacturers in particu- 
lar expect this factor to advance 
their business. 
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SHOES FOR HE-BOYS 


OLD BY LIVE MERCHANTS 
Distributed by these Wholesalers: 


L. M. Falk Shoe Company, 


Detroit, Michigan. 


J. J. Kalb & Sons, 


Rochester, N. Y. 


Culley Shoe Company, 


Omaha, Nebraska. 


Crowder-Cooper Shoe Company, 


Indianapolis, Indiana, 


Lantzky-Allen Shoe Company, 


Dubuque, Iowa. 


C. A. Stanton’s Sons, 


Madison, Indiana. 


Bode-Larson Shoe Company, 


Keokuk, lowa. 


LIST OF DISTRIBUTORS 
The Jaffa Company, 


Los Angeles, California. 


Thompson-Ehlers Company, 


Chicago, Illinois. 


Murray-Dibrell Shoe Company, 


Nashville, Tenn. 


Wingo, Ellett & Crump Shoe Co., 


Richmond, Virginia. 


Gramling, Spalding & Collinsworth Co., 


Atlanta, Georgia. 


Smith & Herrick Company, 


Albany, N. Y. 


Melze-Alderton Shoe Company, 


Saginaw, Michigan. 


Geo. W. Greber Shoe Company, 
Cleveland, Ohio. 


Hoekstra Shoe Company, 
Grand Rapids, Michigan. 


P. H. Volk & Company, 
Baltimore, Maryland. 


Henry E. Bragg Leather Company, 
St. Joseph, Missouri. 


Newell & Schneider Company, 
Pittsburgh, Pennsylvania. 


Brandau Shoe Company, 
Detroit, Michigan. 


Ainsworth Shoe Company, 
Toledo, Ohio. 


When writing to advertisers please mention Boot anp SHOE RECORDER 
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Patent and kid continue to be the 
leaders in fall materials, with vel- 
vet used in_ limited “amount. 
Tongued pumps appear more promi- 
nently as the season advances with 
the strap and oxford modes. New 
Louis heels seem to have added pop- 
ularity with the general prediction 
of high heels being borne out. 

Manufacturers’ Optimistic 
HOEMEN are quite buoyed at 
the prospects for a busy fall 
season, basing their hopes on or- 
ders at present in hand and from 
reception of their new styles many 
of which now are in the hands of 
salesmen already in their terri- 
tories. While there are many con- 
cerns here who have given up the 
old idea of sending out their drum- 
mers twice a year, there are some 
who still call them in in the early 
spring and fall for conferences, 
and the forerunners of these al- 
ready are trickling in to get a line 
on the new designs and office in- 
structions. Most of the salesmen’s 
meetings will be held within the 
next few weeks. Those companies 
who sent their men out with the 
new lines as soon as they were done 
have been pleased with the early 
reports and some sizeable orders al- 
ready are reported. 

Production throughout the dis- 
tict is spoken of these days in op- 
timistic terms. A Rockland shoe 
man declared this week that not 
since 1920 had there been such a 
volume of business on hand and in 
prospect. North Abington, Whit- 
man, Bridgewater and South Brain- 
tree report business better than for 
many months, and the operation of 
nearly all shops on full time sched- 
ules would tend to bear out this 
truth. 

A salesman coming in this week 
reports the trend of early fall de- 
mand. The tendency for the high- 
er heel for men has taken well and 
there are a goodly number of such 
designs among the demands listed. 
The preference still continues for 
the more conservative shoe despite 
the showing of more fancy types 
for men, although the call in the 
big cities is for more of the sportier 
footwear for the youth. Another 
salesman says the fall will see more 
black shoes worn for late after- 
noon, and, of course, evening wear. 
But tans and tans in trim are popu- 
lar. Two tones in tan are making 
a strong appeal. Very high heels 
are being ordered in good numbers. 
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Factories Continue Active 


HERE is no evidence of lessen- 

ing activity in the shoe fac- 
tories in and around Boston. In 
women’s lines many of the new cre- 
ations just ready for shipment are 
in the brown shades, usually in 
varying combinations of this tone. 
One-straps lead the patterns 
shown; there are also many fancy 
oxfords and tongue pumps. Blacks, 
especially patent. leather, with 
lizard trims, in straps, oxfords and 
pumps, some buckle trimmed, some 
with flat bows at the throat; some 
with the 14/8 to 20/8 heel; some 
with the lower, plain and five-point 
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Calf Going Into Hand Bags 


An interesting feature in 
leather selling is the fact that 
large quantities of calf is be- 
ing consumed by the women’s 
handbag trade. It is believed 
that this demand will continue 
for some time. Lining kid in 
gray and champagne is be- 
coming mere active; in upper 
leathers saddes, especially in 
brown shades, are selling well. 
Patent leather is still a big 
favorite. Prices on patent and 
other leathers in this market 
remain practically stationary. 


heel appear in the numbers about 
to be shipped to retail shoe stores 
the country over. 

A high grade men’s shoe factory 
in this section is making from 40 
per cent to 45 per cent black shoes 
for fall; the 55 per cent to 60 per 
cent of tan are in the medium 
shades. This plant does not at- 
tempt to turn out anything spec- 
tacular as a means of boosting busi- 
ness.. The heads of the house told 
a Recorder representative recent- 
ly that they do not believe in high 
heels for men, nor in the extremely 
light shades, outside of golf shoes 
in black and white, or tan and 
white. They. stated that men’s 
shoes have never been, and never 
will be, right, built with a heel 
over an inch high. This factory 
has been working at capacity all 
of this season and have enough or- 
ders on hand to keep it “humming” 
until Oct. 15. Its management puts 
into practice very well defined 
style policies and studies carefully 


107 


in advance, before it buys its leath- 
er, or cuts its patterns, the cloth- 
ing trend of the well dressed man. 
It will start on its.next run about 
the first week in ‘September and 
prices for next spring will then be 
ready. Among the shoes now in the 
works are young men’s styles on the 
college type in brogues and modified 
brogues; this factory favors«the 
medium narrow toe. 


in 
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Substantial Orders Received 


ALESMEN working through 
their territories are sending in 

very substantial orders according 
to reports from Milwaukee shoe 
factories, and the volume of fall 
business received so far this month 
has been very encouraging. The 
general feeling is that this fall will 
be the biggest fall in a number of 
years as general business conditions 
are favorable and crops are good in 
most parts of the country. 

Manufacturers of men’s shoes are 
working ahead, in many cases in- 
creasing production in order to care 
for autumn business. An interest- 
ing development is the trend to the 
reddish tones for fall. Wine tones 
are featured at one factory, while 
another is calling attention to ox- 
heart as a very promising fall 
shade. Immediate orders still hold 
pretty much to the light tan color- 
ings, but darker shades are gaining 
strength daily. Grain leathers are 
looking very good and the demand 
for blacks has led one style special- 
ist to predict the biggest season in 
blacks recorded for many years. 

Manufacturers of both women’s 
and children’s shoes are also en- 
joying very satisfactory business 
this month, and are giving out very 
encouraging reports regarding the 
demand for fall shoes. 


| ST. LOUIS | 


Wholesale Trade Brisk 


USINESS is brisk without any 
apparent signs of slackening in 
the shoe wholesale and manufac- 
turing trade. The specialty houses 
continue to be swamped with orders 
and delivery dates are now placed 
four to five weeks ahead. Some of 
the houses report the first week in 
October as the best possible dates 
for deliveries. 
Mention is being made of a switch 
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Calf not only has-a deep 
lustrous appearance but it 
holds it permanently. So 
WHY TAKE CHANCES on 
other leathers which do not 
increase the salabilitv of 


your shoes? 


Hunt-Rankin Velvetta Black 


Suede Calf will help vou 
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maintain your profits. It will 
not crock, fade or mat down 
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Manufacturers of Fine Cal 


106 Beach Street Sa Zoston, Mass. 
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Dressing the Store for “Night Lookers” 


IGHT time window shoppers, 

sauntering along Fourth. Ave- 
nue in Seattle, not only stop to look 
in the windows but find it interest- 
ing to look into the interior of the 
Mills & Ward store. Just inside of 
the door is a rich rug, on which 
four or five pairs of shoes are 
placed with artistic carelessness. A 
spot light that burns till midnight 
is trained on this setting. In the 
rear, back of the archway, another 
rug is hung, forming a background 


for a table display of shoes. This 
setting is also lighted. 

The fitting room of the store is 
most unusual, with Byzantine effect 
in architecture, rolled oiled walls 
and mahogany settles. It is one of 
those shops that looks as if unlim- 
ited money had been spent in fixing 
it up. “As a matter of fact,” H. 
D. Mills explained, “it cost us a 
mere song, for the landlord paid for 
all the interior decorations, and we 
bought the fixtures very reasonably 


from a shoe store that was being 
remodeled. The rugs, being bor- 
rowed from a neighboring store, 
are changed each week.” 

His reason for having the stock 
in the rear, aside from the artistic 
point of view, is that he believes 
that when customers see a sales- 
man looking from box to box they 
are apt to think that he doesn’t 
know the stock, or else doesn’t have 
what the customer wants. 














to plain patent leather. This has 
been in the air for the past month 
and was anticipated by practically 
all of the manufacturers. The gen- 
eral line houses are booking large 
orders with the volume running on 
a parity with that of a year ago. 
The salesmen in most instances last 
year started out the latter part of 
July and early August, while this 
year all of them were in the field in 
July, which is some reason why 
sales for August will not show an 
enormous increase in shipments. 
However, officials of the larger 
houses are optimistic in believing 
that the final figures will result in 
increased shipments. 


Take Over Shoe Department 


St. Louis—The Peoples Shoe 
Store Co. will take over the shoe de- 
partment of the Progress Depart- 
ment Store, Sarash and Manchester 
Avenue, on Sept. 1. The store has 
been remodeled and the shoe depart- 
ment will have a new larger location 
on the first floor. 

Fred Karstans, formerly in charge 
of the basement department of the 
Shoe Mart, has been appointed man- 
ager of the Progress department. 


English Buyer Visits “The 
Hub” 


BosToN—W. E. Wilford, govern- 
ing director of W. E. Wilford, Ltd., 
wholesale and export boot factories 
of Leicester, England, arrived at 
New York Aug. 26 on the SS. 
George Washington. 
the BooT AND SHOE RECORDER office 
a few days later for the purpose of 
getting in touch with American shoe 
exporters. He will remain in this 
market until early in September. 
He says that he wishes to buy large 
clearance lots of shoes. All bids 
may be sent to W. E. Wilford, care 
of George W. R. Hill, vice-president 
BooT AND SHOE RECORDER, 207 
South Street, Boston. 


Shoe Mart Employees to Frolic 


St. Louis—The Shoe Mart Pro- 
gressive Club, composed of employees 
of the four branches operated by the 
company, will hold their annual sum- 
mer outing Monday, Aug. 30, at 
Crystal Lake Springs, St. Louis 
County. The stores will close at 4 
p. m. The employees will drive to 
the park, where a chicken dinner 
will be served. A number of con- 
tests have been arranged. 


He called at. 


Matrix Winners Announced 


ROCHESTER, N. Y.—E. P. Reed & 
Co., in its monthly house organ, 
Matrix Impressions, which it sends 
to all Matrix Shoe dealers, has been 
running a contest open to the retail 
clerks who sell Matrix Shoes. In 
the July issue of Matrix Impressions 
the prizes have been awarded and 
$100 in cash distributed to the vari- 
ous prize winners. 

The contest was called “The 
$100 Interesting Experience Selling 
Matrix Shoes Contest” and was 
epen to retail shoe salesmen who 
had actually sold Matrix Shoes. 

The letters received were of such 
a generally high caliber that it was 
necessary to award honorable men- 
tion to twenty more of the con- 
testants. 

The five prize winners represent 
almost every section of the country, 
the first prize having been won by 
R. A. O'Neill of Krupp & Tuffly, 
Houston, Tex., representing the 
Southwest. The North Central sec- 
tion was represented by Wallace E. 
Sterling of Wood & Sterling, Man- 
kato, Minn. Third prize went to 
the Atlantic seaboard when Herman 
Fisher of the “Shoe Salon,” Atlantic 
City, N. J., was awarded that prize. 
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IF YOU’RE LOOKING FOR A SPECIALTY 
LINE—HERE’S A WINNER FOR MEN! 
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3338S—Black Elk Moccasin Type Blucher 
Uskide Sole, Munson Last, % White 782—Black Kip Blucher, Lined, Oak Sole, 
Welt $3.25 Bond Last, Goodyear Welt....$3.25 


ae ~~, Cadet Last. Heavy Oak 783—Tan Boarded Kip 
EE Adv otetdnadvnee raceten $3.25 78 Black Sin, Mees Lact, 


Even Lumber can be made more than 
“JUST WOOD,” if it is properly 
selected, graded, and standardized. 

WORK SHOES used to be “JUST 
SHOES,” but by properly selecting our 
stock, grading up our shoes, and making 
a uniform product, MURPHY-MADE 
SHOES carry a distinctive appeal, not 
only for comfort and wear, but also for 
style and appearance. 


724—Chocolate Elk Blucher Tip, Grain 
Gusset, 2 Oak Soles, Muson Last, 
Goodyear Welt $2.85 


725—Tan Stormtan, Uskide Soles. ..$2.85 











J. D. MURPHY SHOE CO. 
NATICK, MASS. 
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Date Change in St. Louis 
Fashion Pageant 
Approved 


St. Louis—The change of dates 
to Nov. 29, 30 and Dec. 1, 1926, by 
the St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association for the 
holding of their third Annual 
Pageant of Footwear Fashions has 
received the full indorsement of 
shoe manufacturers throughout the 
United States, according to Frank 
A. Mahler, secretary of the associa- 
tion, who stated that reservations 
from manufacturers requesting sam- 
ple rooms are pouring in from every 
important shoe center. 

Realizing the advantage the new 
dates will be to their customers, who 
can place their requirements at this 
time in having assured deliveries 
not only for Easter but early spring 
selling in January and February (a 
merchandising policy being adopted 
by. every successful operator), manu- 
facturers are planning to have their 
spring lines definitely established to 
display at the St. Louis Pageant of 
Footwear Fashions. 

Cincinnati will have practically a 
100 per cent representation of their 
market in the Jefferson Hotel, which 
is already filled with shoe manufac- 
turers. Other Eastern manufac- 
turers too will have sample rooms at 
the Jefferson Hotel as well as the 
New Mayfair Hotel, which was 
headquarters last year for many of 
the Brooklyn manufacturers who 
again will display at the show. 

The St. Louis Shoe Manufac- 
turers’ Association will take over the 
entire Statler Hotel, devoting the 
first four floors to headquarters 
sample rooms. Scattered through 
the hotel will be the selling organiza- 
tions of the manufacturers, with 
smaller sample rooms to accommo- 
date their customers. 

Indications from reservations be- 
ing made by merchants are that there 
will be a larger attendance at the 
show this year than last. With a 
lull immediately following the 
Thanksgiving holiday, merchants 
will be able to leave their stores for 
a few days without neglecting their 
business. 

The Southwestern Shoe Retailers’ 
Association will hold its third an- 
nual convention during the same 
period the footwear pageant is in 
progress. Arthur Ebbs, president 
of the association, will call a meet- 
ing of the board of directors in 
September to determine the type of 
program that will benefit the 
greatest number of retail shoe mer- 
chants present. 
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News from the Pacific Coast 


LONG BEACH, CAL.—“‘Long Beach” 
may sound like a pleasure resort to 
the uninitiated, but when he walks 
back from that long stretch of sand 
and sea he will find a wonder city. 
The beach is the least of the city’s 
assets. There is a great harbor into 
which the largest ships now enter. 
There is a tremendous oil industry. 
Between the city and Los Angeles, 
a distance of twenty miles, stretches 
a fertile land of great fields and 
vegetable gardens. The city itself 
is one of California’s many sur- 
prises. The population has been 
variously estimated. The enthusi- 
asts give it more than a hundred 
thousand. Conservatives grant it 
more than eighty thousand. Suffi- 
cient to say that Long Beach is 
rapidly approaching proportions of 
a great metropolis. Manufacturing 
increases and new industries de- 
velop constantly. With such a 
growth it is but natural that live 
retail merchants should be attracted 
to the city. Some of these have 
grown with the town, others are of 
more recent arrival. But most of 
them are of that class to compel at- 
tention by their keen and business- 
like methods. 

Outstanding is Buffum’s, a great 
department store that is a smaller 
replica of Wanamaker’s, Marshall 
Field’s, Pogue’s or Filene’s. In this 
beautiful store is a shoe department 
that deserves comment. Founded 
upon the rule that it is better to 
lose a sale than to misfit a customer, 
the manager of the shoe department, 
Mr. Sturgis, reports a steady gain 
in business and a successful clean- 
up sale. 

The Quality Boot Shop is concen- 
trating two stores into one new and 
greatly enlarged store at 333 Pine 
Avenue. The stores at 407 and 125 
Pine will be closed out and amalga- 
mated with the big new one. This, 
by the way, will be about as hand- 
some and well-appointed as you will 
find in many days’ travel. Opening 
date is set for Aug. 14 and a swarm 
of mechanics are rushing the finish- 
ing touches. The store will be 150 
feet deep, 25 feet wide, and will 
have a mezzanine for extra stock. 
The windows will be 22 feet deep 
and finished in Travatine. Just in- 
side the entrance is a spacious lobby 
with a great fireplace. This will 
give a decidedly “homey” aspect to 
the front of the store. The fixtures 
and shelving are of walnut finish. 
Seats are of the best design. Rugs 
and floor up to the minute. Cork 
tile under foot will make the floor 


noiseless and insulated against heat 
or cold. It will be a show place 
when- completed. The proprietors, 
Messrs. Musselman nad Ross, have 
done well by Long Beach jin this 
great retail establishment. 

Jack Henjum has a neat little shop 
for men’s shoes at 305 Pine. For- 
merly occupying one-half of the 
space in another ‘store, Henjum’s 
found need for more room, together 
with exclusive men’s shoes. The 
new shop is well arranged and effi- 
cient, in charge of Charles Faubion. 

A beautiful store is Weir’s, Inc. 
On the main thoroughfare, Pine, this 
store offers extraordinary attrac- 
tions in the way of furnishings and 
window displays. 

The Walk-Over store is another 
handsome establishment. One of 
Paul Jesberg’s family. The interior 
is semi-Spanish in architecture. 
Seating arrangement is excellent. A 
good store. 

Space forbids lengthy mention of 
the many other fine stores. There 
are about forty shoe stocks in the 
city. Some are of that “me too” 
class where shoes are kept for sale. 
Others are up-and-coming little 
shops, many decidedly attractive de- 
partments, and several exclusive 
shoe stores that will be mentioned 
in a future article. 

Long Beach is more than a beach. 
It is a great and flourishing city 
that will be heard from in future. 


SANTA ANA, CAL.— Peterson’s 
Shoe Store is expanding by adding 
thirty feet to the rear. This will 
give needed space for stock and 
office, something that “Pete” has 
been needing for some time to take 
care of his growing trade. 

Fred Newcomb has purchased the 
interests of his partner and will in 
future conduct the store at 111 West 
Fourth Street on his own account. 
He has added a balcony for men’s 
shoes which is a handsome and con- 
venient addition. Here he will 
carry a specialty line in exclusive 
men’s shop style. Women’s will be 
carried as before on the main floor. 

Business on white shoes was dis- 
appointing in this little city. Blonds 
and colored kids cut in on the whites 
to a marked degree. 

Rumor has it that three new shoe 
stores are to enter business here in 
a short time. As there are now 
about 20 places where shoes are sold 
in Santa Ana, there will be a chance 
for the law of the “survival of the 
fittest.” 
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— MEN’S LASTS — 








The “UP-TOWN”—Medium Short 
French Very Snappy. 


The “BIG CHIEF’—Still Wider and 
Good. 


The “LOW-DOWN”—The New High 
Heel Last. — 





These three new lasts added to our line 
of Fast Selling Young Men’s Shoes make 


the Conrad line worth looking over when 





considering plans for increasing your 


men’s business. 





THE CONRAD SHOE CO. 
EPO RCKION, MASS. 3 
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Henry Wilner Dead 


GREEN Bay, Wis.—Henry Wilner, 
65, pioneer shoe man of this city, 
died in his apartment here after an 
illness of nearly four months. Mr. 
Wilner came to Green Bay with his 
parents as a small boy, and after 
completing his school work, started 
his business career as_ traveling 
representative for the Boston Shoe 
Co. About 40 years ago, he formed 
a partnership with Henry Knox and 
started the Knox & Wilner Shoe 
store. The firm at various times op- 
erated stores at Oshkosh, Milwaukee 
and other cities, prior to Mr. Knox’s 
death about 20 years ago. The local 
store was continued under Mr. 
Wilner’s control, and he later pur- 
chased the Engles Shoe store at 218 
North Washington Street. 

Mr. Wilner lived alone here, having 
never married. His nearest relative 
is a cousin in Antigo, Wis., as no 
trace has been found of his half 
brother, George, 
Minnesota some years ago. Funeral 
arrangements were in the hands of 
Green Bay Masons. 


Opens Fourth Store 


MILWAUKEE — The Applebaum- 
Mautner Co., which operates a shoe 
department at Breithaupt’s ready- 
to-wear store, has added a fourth 
store to its chain, according to an- 
nouncement at the local branch. The 
new department, located in Kauf- 
man’s store at Champaign, IIl., will 
be opened about the first of Septem- 
ber, according to Irving Applebaum, 
manager of the local department. 
Herman Mautner, now at the de- 
partment operated in the J. V. 
Weise store at Rockford, IIl., will 
probably take charge of the new 
branch temporarily. The third de- 
partment located in the Tobias store 
at Toledo, Ohio, was just recently 
announced. 


Bags to Match Shoes in Detroit 


DETROIT—Bags to match foot- 
wear are to be pushed with in- 
creased vigor this fall at Fyfe’s. 
These are sold in the women’s better 
grade department. Ross D. Filion, 
manager, tried the combination out 
for spring and was so well satisfied 
with the reception by the customers 
of this store that he will increase 
the stock this fall. As the bags sell 
for as much as the footwear and in 
Many cases more, the sales volume 
is increased appreciably through 
their introduction into the depart- 
ment. 


who moved to 


Infants’ Shop Opens Shoe 
Dept. 


ROCHESTER, N. Y.—Harold H. 
Clapp, specialist in infants’ foods, 
who conducts an infants’ department 
and food store for infants on Alex- 
ander Street in this city, has added 
a shoe department and is featuring 
soft soled footwear and children’s 
first steps. 

Mr. Clapp started in business 
about five years ago as specialist 
in infants’ foods and has gradually 
added a complete line of infants’ 
toys, apparel and equipment until he 
now has one of the most complete 
infants’ shops in the country. 

By specializing he has built up a 
strong reputation which attracts 
customers from the entire city. 





The Louder They Rave 
the More They Pay 


Out of the West comes this 
new wrinkle in determining 
customer value of new pretty 
shoes. C. O. Carlson, Great 
Falls, Mont., has long since 
come to the conclusion that 
there is only one real way of 
determining retail prices. 
This is how he finds out that 
most important information. 
Immediately on getting in 
some new patterns he puts 
several pairs right down in 
the front of the window. No 
price tickets are put on these 
shoes. Then he plans to do 
some store work that night. 








By leaving the transom open 
he can clearly hear the com- 
ments of the window shop- 
pers. If the women pick out 
that style at once and rave 
over it, the price is set for 
$12.50, if they are just pas- 
sively taken with the style, 
the price is $10. Now, if un- 
favorable comments are heard, 
the price goes to $7.50 with 
a stiff P. M. Carlson has 
rather an original and naive 
idea that he is in the retail 
shoe business for the purpose 
of making money. He further 
believes that if he is clever 
enough to pick out a wonder- 
fully good shoe, he should be 





paid a suitable royalty. As 
his business is showing a 
steady, healthy increase, per- 
haps there is some basis for 
his thinking that he is on the 
right track. 
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Grain Leathers Good 


MILWAUKEE—Grain leathers and 
blacks have been outstanding in re- 
cent orders received by the Walter 
J. Booth Shoe Co., manufacturers of 
men’s popular priced dress shoes, ac- 
cording to H. Hildebrandt, style 
specialist for this firm. 

“Our salesmen have been on the 
road with our new line of fall sam- 
ples and business has been excel- 
lent,” declared Mr. Hildebrandt. 
“From all indications, this will be 
the biggest year in blacks we have 
ever had. Some manufacturers 
have stated that blacks and tans will 
sell on a 50-50 basis, but we do not 
place the ratio quite so high. There 
is also a very good demand for both 
autumn tans and wine colored 
leathers. Orders are still coming in 
for light tans, but the fall trend is 
to darker shades.” 

The fall line of the Booth com- 
pany still includes many wide lasts, 
and this firm believes that the wider 
styles will hold good for the coming 
season, although there has been some 
indication of a trend to narrower 
toes, Mr. Hildebrandt states. Be- 
cause of the tendency to wider 
styles, blucher patterns are still 
among the more popular numbers, 
and fancy stitching in white and 
yellow thread again appears. 

The Booth factory is now cutting 
2400 pairs a day and hopes to work 
production up to 3000 by the end of 
the year. However, this advance is 
being made slowly in order not to 
impair the quality of the shoes, ac- 
cording to Mr. Hildebrandt. 

Styles for the spring line are now 
being developed, and some new 
styles in men’s lasts are being con- 
sidered in order to stimulate spring 
business. However, the new line 
will not be introduced until about. 
the middle of October. 


Louis Bowlen Retires 


CoLuMBus, IND.—Louis Bowlen, 
for forty years a retail shoe mer- 
chant of this city, has retired from 
business. Mr. Bowlen has taken only 
two vacations, each less than a week 
in duration, and has been absent 
from business only a few days, and 
this because of illness. In all that 
time he has opened his store door 
with the original key he had when 
he commenced business. This key, 
much worn, he has passed over to 
the new owners to whom he re- 
cently sold his business. Before go- 
ing into the shoe business, Mr. 
Bowlen was a grocery clerk. 
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Neat and Effective Store Arrangement 
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The effete East has nothing neater and more effective in the 
way of shoe store arrangement than has this store, the Flors- 
heim Shop in Seattle, Wash. 








Mayer Co. Changes Name 


MILWAUKEE—Publicity in all local 
newspapers was a direct result of 
the change in the name of the F. 
Mayer Boot & Shoe Co. to the F. 
Mayer Shoe Co. The reason for the 
change was somewhat unique, and 
the newspapers played it up as an 
item of general interest. 

“We haven’t made a boot in our 
factory for years. Why should we 
retain a name that still smacks of 
the days of ’49?” said George B. 
firm, in explaining the reason for 
the change. “When our salesmen go 
out on the road we don’t want them 
to hand out a card that implies that 
we are manufacturing a backward 
line of footwear.” 

The Mayer company is an old 
established shoe factory of Milwau- 
kee and during the first 10 years 
it was in the shoe manufacturing 
business it turned out more boots 
than shoes. Now that boots are no 
longer made, the name F. Mayer 
Shoe Co. is considered more appro- 
priate. 


Movies of Shoe Making 
LYNN—Moving pictures of Daly’s 


Golden Rule factory have been 


taken. They will be shown about 
the country, when the season for in- 
door pastime opens. They illustrate 
shoemaking, and, also, the spirit of 
the Golden Rule in action in the fac- 


tory. 


To Make “College” Shoes 


MIDDLEBORO, Mass. — Middleboro 
business men are much interested 
and ready to cooperate in plans an- 
nounced by Hank Bjorkman, former 
Dartmouth College football star, and 
Jack Davis, a fellow graduate, who 
have announced their intention of 
starting a factory in this town for 
the manufacture of sporty shoes for 
young men. The two college men 
plan to turn out a shoe with a par- 
ticular appeal to the college student. 
They will distribute them exclusive- 
ly through agents being signed up 
at the various colleges for men 
throughout the country. The idea 
is a novel one and, from the popu- 
larity of the two sponsors, is likely 
to prove a lucrative one. 


Willson’s Sells Lease 


BostoN—On Aug. 27 Willson’s 
Shoe Shop, 388 Washington Street, 
vacated its premises, and on Sept. 
6 opens an All America Shoe Shop 
at 271 Harvard Street, Coolidge 
Corner, Mass. James F. Corrigan, 
in general charge of the All America 
Shoe Shops. at 66 Summer Street 
and 79 Tremont Street, will be in 
charge at the Coolidge Corner store. 
A very successful 14-day sale of 
$60,000 worth of merchandise pre- 
ceded the removal. So great were 
the crowds on several days of the 
sale that a policeman was called in 
to keep order. 
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Recently the papers of Newbury- 
port, Mass., and surrounding cities 
ran a column about “The Youngest 
Member of a Chamber of Com- 
merce in America.” This refers to 
Elizabeth Coulson Smith, the eight- 
month-old daughter of James Smith 
of the Conrad Shoe Co. “Jim” is 
president of the Salisbury Cham- 
ber of Commerce and has added 
more than a hundred and fifty mem- 
bers to the chamber in a recent 


BOOT AND SHOE RECORDER 


Youngest C. of C. Member 








drive. He entered his daughter’s 
name as a member. 

The group shown above was taken 
when Clarence Waide, Bill Larkin 
and Eddie Franken were visiting 
Jim on their way to the mountains. 
From left to right: James Smith, 
Conrad Shoe Co.; Clarence P. 
Waide, Stacy-Adams Co., Brockton; 
Eddie Franken, Potter Shoe Co., 
Cincinnati, and Bill Larkin, Stacy- 
Adams. 











Graining Insoles 


BostoN—The demand for grained 
insoles is growing rapidly. It is 
stated that they add materially to 
the appearance of the finished shoe 
and that there is not the tendency 
to crack after the shoes have been 
worn for a while, as the grain is 
really the starting point for crack- 
ing and the removal of the grain 
tends to leave the insoles more flexi- 
ble. A splitting machine for the 
purpose is now in general use, giv- 
ing results, it is claimed, that here- 
tofore were practically impossible. 
This splitting machine is adapted 
also for fleshing outsoles, removing 
as light or heavy a skiving as de- 
sired and without wasting stock, as 
may be the case with machines 
made for evening soles. 


Sorenson Purchases Stock 


St. Paut—S. T. Sorenson has pur- 
chased the remaining stock of the 
Tuvey Booterie in Minneapolis, in 
which he was interested, and is 
conducting a sale to dispose of this 
stock. He is advertising the $18.50 
footwear at $7.95, the $12.50 at 
$5.95, the $10 at $3.95 and the $9 
at $1.95. He placed on sale 2186 
pairs of the $3.95 and 1103 pairs of 
the $1.95 stock. 


Selling the Physician 

ROCHESTER, N. Y. — William 
Pidgeon, Jr., orthopedic specialist of 
this city, has recently added a sales- 
man to his staff to call upon the 
physicians of the city and sell them 
on the Pidgeon store ability to 
properly fit shoes. The new plan 
has been in operation only a short 
time and in talking to the RECORDER 
representative, Mr. Pidgeon states: 

“We have not been calling on the 
doctors of the city for a long enough 
time to definitely say that the work 
has brought us any additional new 
business, but we are very much en- 
couraged by the interest that the 
doctors have in our proposition and 
are confident that we will eventually 
reap real results from this educa- 
tional work.” 

The salesman selected for this 
work has had a wide experience in 
the fitting of orthopedic footwear 
and is equipped with charts and 
photographs as well as sample shoes 
so that he is able to sell the doctors 
on the idea that the Pidgeon store 
can properly fit the man or woman 
who is suffering from troubles that 
may be traced to the feet. 

In his advertising, Mr. Pidgeon is 
devoting a column to “Ask Your 
Doctor” in which he endeavors to sell 
the public, and the doctors as well. 
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CLEVELAND — Cleveland’s newest 
down town shoe store, The Travelers 
Shoe Store, is doing a business that 
has far exceeded the expectations of 
the management. 

It is one of a large chain of stores 
and already is-doing a larger retail 
business than any store in the chain, 
according to reports. The first 
day’s sale, when a pair of hosiery 
was given with each sale of shoes, 
broke all first day records for a 
Traveler store. 

Charles Erban, who is manager 
of the new store, located at 508 
Euclid Avenue, has been with The 
Travelers Shoe Co., a Boston corpo- 
ration, for 13 years. He came here 
from Rochester, where he was man- 
ager of a company store. 

One of the unique features of 
this store is the fact that it has six 
ample displays, fronting on two very 
busy thoroughfares. The front en- 


New Travelers Store Does Big Business 
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trance to the store is from Euclid 
Avenue. This entrance has two dis- 
play windows on the sides and an- 
other in the center between two 
doors that lead into the store. Cut 
glass chandeliers suspended in the 
windows provide the lighting, and 
they are an dttractive decorative 
feature. 

There are three other large dis- 
play windows along the Euclid Ar- 
cade, which is another busy thor- 
oughfare. There is an entrance to 
the store from the Arcade. 

The store is finished in walnut, 
and two rows of chairs, put back to 
back and extending through the en- 
tire length of the store room, pro- 
vide seats for patrons. The entire 
first floor is reserved for women. 

A commodious balcony has been 
set aside for sales of men’s shoes. 

The prices are $4 and $5. 








Plan Elaborate Fall 
Opening 


ROCHESTER, N. Y.—Jim Olmstead, 
manager of the McCurdy shoe de- 
partment is making elaborate plans 
for their annual fall opening which 
will be held on Sept. 2-3-4. As has 
been their custom for the past few 
years the fall opening will feature 
Horse Show footwear and will be 
largely devoted to footwear for the 
Annual Rochester Horse Show which 
will be held from Sept. 6 to 11. 

In addition to their regular 
American lines of footwear the Mc- 
Curdy department announce that 
they will feature shoes by Zegora, 
Inc., of Paris, France, custom shoe- 
makers to her Royal Highness the 
Crown Princess of Sweden; shoes by 
Bally of Switzerland, and also foot- 
wear made by Charles Denbys of 
Regent Street, London. 

Among the new patterns which 
Mr. Olmstead will show from these 
famous European makers are pat- 
terns in French kid with gold and 
silver pipings; and patterns in patent 
with mat kid quarter and silver 
piping. 


Swope Holds $1.00 Sale 


St. LouIs—To eliminate from its 
stock a lot of short lines in odd sizes, 
the Swope Shoe Co. held a $1 sale 
Wednesday, Aug. 11. Arthur Ebbs, 
vice-president of the company, said 
they disposed of 360 pairs of shoes 
from 9 until 12 noon. 





Salespeople Win Prizes 


BostoN—Among the many re- 
tail store outings recently held was 
that of the Thayer McNeil Asso- 
ciates, who devoted one of their 
August Saturday holidays to a 
frolic and an excellent dinner at 
Pemberton, Mass. There were over 
$100 in prizes given to the sales- 
people and other employees of the 
two stores for land and for water 
sports. In each group of sports 
there were three prizes for the boys 
and three for the girls. The prizes 
consisted of wrist watches, sterling 
silver cigarette cases, fountain pens 
and silver bracelets studded with 
rhinestones. 

Store Superintendent C. W. Pol- 
lock said that the outing celebrated 
the best business summer that 
Thayer McNeil has ever had, that 
its forty-sixth annual sale was a re- 
markably successful one, and that 
the entirely new stock of fall shoes 
now featured are meeting with an 
active consumer demand. 


Wilbar’s Shows New Models 


BosToN — Wilbar’s Shoe Store, 
Washington Street, in featuring the 
new fall models, devoted one of its 
windows to the new French last, 
calling it “The New Frenchy,” and 
the other window to shoes with 
lower heels, calling it “The Charles- 
ton” shoe window. Browns and 
blacks were prominent in the show- 
ing. 
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X-Ray as an Aid in Fitting 


Modern shoe merchants use mod- 
ern methods. The merchant who 
uses the aids of science in his busi- 
ness wins success. This has been 
proven in the case of Dobyn’s 
Footwear, Inc., of Long Beach, Cal. 
Dobyn’s has made three expansions 
in seven years. The most recent 
spread of this now famous store is 
upward, taking in additional floor 
space that will be given to the ex- 
clusive use of a children’s depart- 
ment, on the second story of the 
building. A new stairway to the 
downstairs store makes that almost 
a separate and independent store. 
The new upstairs store will be 
reached by elevator and stairway 
from the main store. 

This progressive shoe concern 
has always been alive to the ad- 
vance of high-grade shoe selling. 
Its advertising methods have been 
unique. From a _ comparatively 
small beginning this store now 
stands out as one of the foremost 
of California’s great retail estab- 
lishments. 

It is in the use of modern meth- 
ods that Dobyn’s has proven its 
progressiveness. Especially profit- 
able has been the X-ray machine in 
gaining trade and obtaining the 
confidence and continued patronage 
of a large clientele. About two 
years ago the first machine was in- 
stalled. Its use, from the very be- 
gining, created interest and at- 
tracted attention. “First, it made 
people curious. They heard about 
it and came in to see the bones in 
their feet,” said the floor manager. 


“The novelty of the thing appealed 
to them and much publicity was had 
from the word of mouth method. 
People talked about the wonderful 
machine. After they found that it 
assured correct fitting it ceased to 
be a seven-days’ wonder and was 
established as a scientific method 
of adjustment of shoes to feet. 
That has been one of the greatest 
factors in building increased busi- 
ness. Now that we are to have two 
more departments, or, you might 
say, stores under the same roof, 
we need two more machines. We 
will keep one on the main floor, one 
in the downstairs’ store, and one 
in the children’s store on the sec- 
ond floor. 

“When the work of alteration is 
completed and our new depart- 
ments are ready for business, we 
will be able to show customers a 
view of their feet, bones and all, in 
Dobyn’s shoes, correctly fitted, sci- 
entifically adjusted and measured. 
With a machine on each floor our 
work will be greatly expedited and 
customers will be given still better 
service. We believe that an X-ray 
machine will close a sale more 
quickly than any other method now 
known to shoemen. Twenty clerks 
could not do a better or quicker job. 
And, best of all, these machines 
pay for themselves in a short time. 
In the- expedition of sales, in the 
gaining of confidence and in the 
profitable publicity, we shall soon 
make our X-ray machines pay for 
their keep.” 











John Lancy, Jr., Dead 


HAVERHILL—John Lancy, Jr., for 
44 years a well known shoe manu- 
facturer in this city and Marble- 
head, Mass., died at his home here 
on Monday, Aug. 16, after a long 
illness. Mr. Lancy did business in 
this city for over 40 years under the 
firm name John Lancy Shoe Co., 
makers of children’s shoes. He also 
operated a large plant in Marble- 
head for a long period. His ac- 
quaintanceship throughout the trade 
was wide and he was one of the 
city’s oldest shoe men. 


Morrison’s Run “3-Hour”’ Sale 


St. Paut—Morrison’s shoe de- 
partment put 200 pairs of women’s 
novelty footwear valued at $4 and $5 
on a special “three-hour sale” at 
$2.95 and report an excellent clean- 
up on them. 


Regret Utz & Dunn 
Retirement 


RocHESTER, N. Y.—The Utz & 
Dunn Co. is receiving from its old 
customers many letters expressing 
regret over the retirement from 
business of Mr. Utz and Mr. Dunn, 
many of which are accompanied by 
duplicate orders for sizes to keep 
the dealers’ stocks complete until 
the new company which is being or- 
ganized to take over the welt busi- 
ness gets into full operation and is 
prepared to continue furnishing 
them with the type of shoes which 
they have been purchasing from Utz 
& Dunn. The company also has a 
very complete line of the newest 
styles in stock and catalogs describ- 
ing these are now in the hands of 
the printer and will be forwarded to 
customers in the near future. 
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DR. CAMPBELL’S 
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Catalogue 


Powell & Campbell 
122-124 Duane St., 
New York City 
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Rosenwasser Joins Posner 


NEw YorK—Herbert Posner, vice- 
president and general manager of 
the Dr. A. Posner Shoes, Inc., when 
interviewed-concerning the addition 
of Louis Rosenwasser to the execu- 
tive staff of this well-known organ- 
ization, gave out the following state- 
ment: 

“Through long and consistent con- 
tact with the retailers of children’s 
shoes, we have learned that ‘style 
plus quality alone equals retail turn- 
over’ is not the correct equation for 
successful retail shoe selling. There 
is something just as vital as the 
styling and quality factors in the 
production of juvenile footwear. 
That ‘something’ is found in that 
greatest of all factors, merchandis- 
ing. 

“The successful merchandising of 
children’s shoes presents more than 
the ordinary selling problems inci- 
dent to the turnover of a specialized 
product. Children’s shoe _ depart- 
ments, where properly operated, are 
successful enterprises. Many re- 
tailers lose sight of the manifold 
problems confronting them and 
turn to all sorts of methods, often 
disastrously, in an endeavor to 
build up a genuinely sound juvenile 
shoe business. 

“It is our conviction that the re- 
tailer whose activity is confined 
locally, and in spite of purely local 
conditions, needs the broad experi- 
ence of the national observer. The 
manufacturer is the one who may 
properly aid him in this respect by 
offering as part of its dealer co- 
operation the services of someone 
well versed in the intricate problems 
of retail distribution. 

“With this in view we have se- 
cured the services of Louis Rosen- 
wasser, whose experience in the re- 
tail field covers twenty-two years of 
successful shoe merchandising, a 
fact which ideally fits him to carry 
out our present thoughts in the mat- 
ter of dealer cooperation. 

“He has been for over sixteen 
years the buyer and general man- 
ager of Wildfeuer Bros., well known 
New York retailers operating a 
chain of seven stores. For the past 
three years he has been associated 
with the N. B. Thayer Co. and as 
sales manager of the Powell Shoe 
Co. He is an outstanding figure in 
the trade. His host of friends 
among the retail shoe dealers have 
often sought his expert advice in 
their merchandising problems. Mr. 
Rosenwasser has already extended a 
generous invitation to his friends to 
call upon him for similar service in 
the future, and we join in this in- 
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Louis Rosenwasser 


vitation by requesting any retailers 
who may desire to profit by this ser- 
vice to unhesitatingly call upon Mr 
Rosenwasser for his advice and 
counsel.” 


Move Factory to Denver 


DENVER—The Liuquid Shu Sole 
factory, operated by L. E. Terry, 
has been moved from Colorado 
Springs to Denver. The plant is 
located at 1234 Speer Boulevard, 
while the offices of the firm are at 
210 Colorado Building. The product 
of the company, which was invented 
by Mr. Terry, is used to preserve 
the soles of shoes. The name of 
Mr. Terry’s company is the Terry 
Sales & Manufacturing Co. The need 
of enlarging his output caused Mr. 
Terry to move his factory and of- 
fices to this city. 


Remodeling Store 


SEATTLE—The entire interior of 
the Wallin & Nadstrom store is to 
be remodeled. A balcony is to be 
installed, doing away with all lad- 
ders. The plans also call for an 
enlarged hosiery department. 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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Merchandising Service 
Keeps Up Stock Efficiency! 
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Good shoes full of snap and style, carried in widths, giving one hundred cents 
value for every dollar, are the first requisite for a successful young people’s depart- 


ment. 

The Healthy-Fut Line supplies this. 

The second is a flexible merchandising plan which produces quick turnover, 
which keeps the stock attractive with the latest and which enables the merchant 
to keep his stock to a minimum. 

Sinbac service affords the means for such shrewd merchandising. “Orders for 
infants’, child’s and misses’ turns, stitchdowns, welts and McKays are shipped the 


same day received. A monthly publication “Selling Shoes”’ tells each month just 
what’s new in Young Folks shoes and what is on the floor for immediate delivery. 


You'll be interested in the September issue, just off the press. The coupon be- 


low is handy. 


Ac 


SINSHEIMER ™ 
CLIP AND SEND TODAY ; 211-1515 W. RIO ROE 





CHICAGO 


SINBAC 
211 W. Monroe St. 
Chicago 


Please send me September copy of “Selling Shoes.” 
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Sherwood Offers 
The Tremont and Dempster ' 


“Dempster” WO models having Fashion’s “Tremont” 
stamp of approval, in ali accepted 

materials. Lending a smart touch of 

refined elegance to the costume. 

Made in the “Sherwood Way” in all 

heights of heels and current toe 

shapes. 

YOUR ORDER WILL HAVE 

OUR PROMPT ATTENTION 


SHERWOOD SHOE CO. 
YEW YORK CITY ewe re 7” PHILADELPHIA 


NE CHICAGO I 
Mr. Schneider, 907 Marbridge Bidz. Mr. Le Pine, 1618 Republic Bldg. Mr. Schoell, 119 So. 4th St. 
OAKLAND, CAL. LOS ANGELES, CAL. 
Mr. Kushins, care Roos Bros. R. L. Wall, Lankershim Hotel e 
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Specialists in 

Children’s 

Shoes for 20 
years. 


Send for illus- 
trated Price 
List. 








Terms 5/10— 
Net 30 





It would be poor business judgment to sac- 
rifice quality of insurance protection to cut 




























down cost. However, it is business wisdom IN-STOCK 
to reduce expense if quality of protection No. 1981 Patent Flexible Welt Blucher, Leather 
is assured. This Company provides sound (no. heel) 1.603 54-8. (apring heel) $1.707 8% 11 
insurance protection at a (ruber bee) ee tensed WILLS. 

: No. 1980—Tan Calf. 

Saving of 30% DR. KELLOGG SHOE CO., LYNN, MASS. 
which goes back to its policy-holders in (iebeanen: Seen ee certs ere open) 
dividends. This saving is the result of well 
directed efforts toward fire prevention, care- opeee so ogee: 
ful inspection and selection of risks, eco- B ROOKS 
nomic management and wise investment of 
funds. The Central has a reputation for —eEeEeEE———— 

Y 






prompt payment of honest losses. "YY 


We offer satisfactory and reliable low cost in- 


surance to any business man whose property on 1 41 Elk Sole 24 


aun? as a age te physical risk. Our 
tieth anniversary booklet (sent on request) will 703 Chr 

‘ome 
Sole 


give you further information about the company, 
Cte Central Manufacturers | || 701 Rubber 


its methods, and the protection it offers. 
Insurance Company 
of Van Wert, Ohio. IN STOCK 











FIRE and AUTOMOBILE INSURANCE for SELECT RISKS 
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‘Graduate Chiropodists Earn 
from $5,000 
to $15,000 - 








Ideally Quali- 
fied for This 
Pleasant, Prof- 
itable, Digni- 
fied Profession 


No profession has attracted shoe men and women more than has 
Chiropody. Coming in daily contact with foot afflictions and dis- 
turbances they have been quick to realize the great possibilities of 
Chiropody. Today many of the world’s leading Chiropodists 
are former shoe men and women. They have followed up 
their valuable experience at the fitting stool with an aca- 
demic and clinical training and the result is that today 
they are earning from $5,000 to $15,000 a year. 


Chiropody a Coming Profession 

Often Chiropodists are leaders in the professional! life of the commu- 
nity and highly respected by their medical colleagues. ‘‘I am aston- 
ished,” said a leading public health official at a Chiropody con- 
vention when he learned of the schooling a Chiropodist has before 
he begins to practice and the work he embraces after graduation. 
Many physicians today turn their foot cases over to Chiropodists. 

The world today needs Chiropodists. The opportunities are un- 
limited. In the United States there are about 162.000 physicians, 
about 82,000 dentists but only about 5,000 Chiropodists! A 
virgin field for young men and women! 


’ ° 
World’s Leading School 

To the prospective practitioner the choice of a school is highly im- 

portant. He wants a school that has graduated successful chiropo- 

dists, one that offers the most thorough courses, the best actual 

operating opportunities, surroundings that are congenial. 

All of these things and more he will find at Illinois College of 
Chiropody. This school is the largest and best equipped in the 
world teaching this subject. It is now in its fourteenth successful 
year and occupies an entire four story building. Instructions are 
under a splendid faculty, headed by John G. O’Malley, M. D., 
president, of well known physicians, chiropodists, surgeons, chem- 
ists, orthopedists and x-ray experts. 


Largest Foot Clinic in America 

At Illinois the student receives actual, practical training in the 
most remarkable foot clinic in the world. Over 16,000 foot cases are 
treated annually. Here he comes in contact with every known foot 
condition, the treatment of which he can observe and study. 

Ifyou seek a highly profitable, dignified professionalcareer, 
one inwhichyoucan make excellent fees in avery short time, 
Chiropody is the profession for you and Illinois is the school 


for you. A 

Write for New Catalogue 
Write for illustrated catalogue giving information relative to 
courses, which are both day and evening, equipment, facilities, en- 
trance requirements, methods of earning money while studying, etc. 
sasesesesseeeees gil This Coupon Today seeeececccececes 
ILLINOIS COLLEGE of CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: — Please send me postage prepaid, latest catalogue 
and complete information relative to Chiropody and your school. 





Name 





Street and Number. 
City 














BOOT AND SHOE RECORDER 





ati ween 
The Retail 
SALESMEN 
We Want 


Know that No Man Was Ever 
Really Successful Who Was 
Satisfied with Himself and 
His Prospects— 


Know that It Takes Real Grit 
and Backbone to Fight Their 
Way Upward— 


Are Not Job-Hunters, Looking 
for Soft Snaps. 


To such men the opportunity 
to train for co-partnership 
is offered ! 


The J. C. Penney Company is the 
World's Largest Chain Department 
Store Organization. In 24 years it has 
grown to 745 Stores, with a business 


last year of over $91,000,000. 


We want active, ambitious young 
men under 35 years of age, experi- 
enced in selling Dry Goods, Clothing, 
Furnishings or Shoes for men, women 
and children. 


No investment required except Hard 
Work, Initiative, and Determination to 
Win. If you are that type of Retail 
Salesman, write to our nearest office 
for details and our booklet, “The Next 
Ten Years.” 


: A NATION-WIDE 
INSTITUTION- 
JC JenneyLo. 
o DEPARTMENT STORES 


New York City 
St. Louis, Mo. 


330 West 34th Street 
1205 Olive Street 








When writing to advertisers please mention Boot anp Sror I rcorver 
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Another Recorder News Release 


and lands. Surely there is romance in 
patent leather alone! But we have 
only made a start toward the finished 
product. 

It would require pages to relate the 
story of the colored kid that embel- 
lishes that beautiful pump. It comes 
from the faraway lands, through hun- 
dreds of hands, passes its way through 
many intricate and interesting proc- 
esses. 

After the tanning come the grading, 
sorting, selecting and final cutting or 
shaping into the parts and pieces that 
constitute the shoe. An entire chapter 
might be written around that topic 
alone. Already the leather has been 
handled by scores of hands. Strange 
peoples have been employed, ships, rail- 
way trains, trucks, all the transporta- 
tion methods of modern times. 

Then comes the sewing together of 
the parts and the fitting over the 
wooden lasts. Again romance enters. 
Base wood from the great forests go 
into those lasts. Skill and ingenuity, 
art and scientific designing, accuracy 
of measurement, knowledge of the hu- 
man foot, hundreds and hundreds of 
details that must be correctly gaged 
and carried out. 

In that patent leather upper you see 
lacing hooks or eyelets. You have 
never given them a second thought. 
But did you know that those eyelets 
are fraught with interesting data? 
They are made of alloys of zinc and 
copper, coming from the mines of Mis- 
souri and Michigan. That. shiny stuff 
is agatine, an ebony-like material made 
from eight distinct ingredients gath- 
ered from Asia, South America and the 
United States. Romance! 

Many times you have taken into 
your hands the tongue of your shoe 
without knowing that the leather came 
from the Australian kangaroo: the felt 
lining from the wool of an Ohio sheep 
felted in New York! That felt was 
glued to the back of the tongue with 
Gum Arabic from the Near East! An- 





[CONTINUED FROM PAGE 49] 


rg chapter in a highly interesting 
tale. 

The sole of the shoe gives us another 
story of romance. Do you know the 
source of sole leather? The pampas of 
South America with its picturesque 
guachos, or cowboys. The plains of our 
own Far West, Texas, Montana, or Cal- 
ifornia. The heels may be of leather 
or of wood covered with leather. What 
do you know of the wood that goes into 
the heels? 

Sea Island cotton, or cotton from 
Southern States of the Union, give you 
those pure white linings that protect 
your stockings from the actual leather. 

Thread is an important part of every 
shoe. It must be the best for rea- 
sons obvious. The strain, the tendency 
toward disintegration, and the perma- 
nency of the shoe itself depend upon 
the stitching. Therefore the thread 
must be of best linen made of flax 
grown in Belgium or Ireland, spun in 
Scotland or New Jersey, lubricated and 
strengthened with tar from North and 
South Carolina pine trees. Is there not 
a wealth of romance in the simple mak- 
ing of thread? 

There are invisible parts of your 
shoe that you never know, unless the 
story of shoes brought them to atten- 
tion. Cork from Spain and Portugal, 
mixed with pitch and tar from the 
Carolinas, go into your shoes. Between 
the inner and outer soles a layer of 
ground cork keeps out moisture and 
prevents squeaking. Think for a mo- 
ment of the story of cork, how it is 
gathered in the mountains, transported 
on mule back down the trails to the 
sea and thence in ships to the great 
cork factories of America! Do you 
know what cork really is? Only one 
person in ten knows that cork is the 
bark of a tree! 

Japan enters into the shoe if it be 
of very fine quality requiring silk 
thread. The silk label telling you the 
name of the man responsible for the 
shoe is. of best Japanese silk woven in 
New Jersey. 





Get out your encyclopedia and read 
the stories of the many materials that 
enter into a shoe. You will find a tale 
more interesting than any book of 
travel or adventure. Read of rubber 
culture in Java, South America, and 
elsewhere in the world where the 
catchouc tree flourishes. Follow the in- 
tensely interesting telling of the tale 
of cork gathering. And then turn to 
the paragraphs relating to leather if 
you want to learn! You will be amazed 
at your own lack of information. 

So far we have briefly glanced at the 
materials that go into the makeup of a 
shoe. Of that actual making we have 
said nothing. That in itself is one of 
the most fascinating stories of human 
endeavor. From the old hand workman 
who sat on a bench and by many days 
of labor and skill turned out a pair of 
shoes in the crudest style. After him 
the clever craftsman who made his 
trade a fine art. This artist in turn 
was to be succeeded by cunning ma- 
chines that now complete shoes in the 
twinkling of an eye. Machines! Hun- 
dreds of them! Each machine doing 
but one detail of the many processes 
necessary in the making of a shoe. 

And then estimate, if you can, the 
many scores of human hands that have 
had to do with the making. Hands of 
men and women. Skillful hands, steady 
nerves, keen eyes, hardy, intelligent 
craftsmen and women. 

From the time the first item of mate- 
rial was gathered from some faraway 
place until the shoe salesman fitted 
that charming shoe to your foot, the 
hands of not less than one thousand 
people have been a contributing factor 
to your comfort and satisfaction. 

Shoes are wonderful things! They 
represent toil, skill, art, ingenuity. 
They deserve better treatment, better 
appreciation. Think well of your shoes! 
Treat them more kindly! Remember 
there is no article of wearing apparel 
that contains so much of human en- 
deavor and gets so much abuse in 
wear. 





Winners in New England 


Golf Tournament 


The complete list of ‘winners in the 
second annual golf tournament of 
the New England Shoe and Leather 
Trades, only a few of which were 
published in the Aug. 21 issue of 
the BooT AND SHOE RECORDER, is as 
follows: 

Best gross score—R. V. Bean. 
traveling salesman with the Whit- 
more-Tirrell Shoe Corp. of Wey- 
mouth. Mr. Bean won the cham- 
pionship with a gross of 77. This 
gives him one year’s possession of 
the solid silver championship bowl. 

Runners-up were Karl E. Mosser 
of the Armour Leather Co. and L. 
P. Gutterson of H. E. Gutterson Co., 


each with a gross of 78. Next in 
line was B. Walter Godsoe of the 
leather firm of F. E. Jones Co., with 
a gross of 79. 

The best net score was turned in 
by H. W. Mansur of Pfister & Vogel, 
with a score of 81—14—67. Elden 
F. Arthur won the prize offered for 
the special class of golfers handi- 
capped above 24, with a score of 
92—26—66. 

The championship of the shoe 
manufacturers’ division was won 
by Bert Fraser of the F. M. Hoyt 
Shoe Co. The best net score in this 
division was turned in by Ben Stone 
of Stone-Tarlow Shoe Co., with a 
score of 86—16—70. Mr. Mosser 
and Mr. Gutterson tied for the 
championship of the leather division 


with a gross of 78. Three men also 
tied for the best net score in this 
division. They are Walter Godsoe, 
H. B. Bryan, Jr., and Robert B. 
Slattery, each with a 70. 

In the allied trades division the 
best gross was turned in by Arthur 
D. Knight of the Shoe and Leather 
Reporter, with a score of 82. The 
best net in this division went to H. 
S. Piper of Piper-Newcomb Co. His 
score was 84—16—68. 


Cincinnati Salesmen to Leave 


CINCINNATI.—Salesmen for many 
of the Cincinnati manufacturing and 
wholesaling concerns are preparing 
to go out in the territories shortly 
after Labor Day in September. 
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Finds Conditions Good 


MILWAUKEE.—C. R. Collar, Wis- 
consin representative for the Para- 
dise line of women’s shoes manufac- 
tured by the Brown Shoe Co., St. 
Louis, is spending a short time in 
Milwaukee after a trip throughout 
his territory. Mr. Collar found con- 
ditions throughout the State very 
good. He states that the present de- 
mand is for fancy lace oxford pat- 
terns, with one-straps running sec- 
ond. There is also some call for high 
cut gore pumps. All-over alligator is 
good in oxford styles, as are plain 
kids in such shades as stroller tan, 
marsala and rose beige. Patents are 
good, and black kid is coming back. 
There were also a number of orders 
placed for silver and gold pumps and 
paisley cloth trimmed with gold in 
strap patterns. The trend is to low- 
er heels, the average being a 15/8 
heel, and the highest running about 
17/8. 





Shoes in Cincinnati Pageant 


CINCINNATI.—The annual Fall 
Fashion Pageant and Market Week 
affair which opened here on August 
16th and featured a huge style show 
combined with high grade entertain- 
ment at the Zoo Opera House, at- 
tracted a considerable number of out- 
of-town retailers who for the most 
part, came to buy as well as look. 

The Merchants’ and Manufac- 
turers’ Association collaborated with 
the Chamber of Commerce in plan- 
ning the event and the association, 
in accordance with their standing 
agreement, refunded the transporta- 
tion expenses of merchants who 
brought from association members. 

The Charles Meis Shoe Company 
and The P. Sullivan Company sup- 
plied the footwear which the models 
in the show wore and these houses 
both felt a particularly heavy re- 
sponse on the numbers shown. 


Denver Holds Masked Week 


DENVER—During the week of Aug. 
9 mannfacturers and wholesalers of 
this city held their annual Market 
Week and several thousand retail 
merchants from all sections of the 
Rocky Mountain region visited the 
Denver market during the week. 


‘The visitors were royally entertained 


during the week by the Denver 
manufacturers and wholesalers and 
each merchant making a purchase 


of $500 or over had his railroad fare 


refunded. Among the hosts of the 
week was the Lawrence M. Purcell 
Co., one of the largest wholesale 


:Shoe firms in this section. 
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Diamond Shoe Co., Moves 
Into Own New Building 


New YorK—On Wednesday, Aug. 
25, the Diamond Shoe Co., which 
operates men’s and women’s fac- 
tories in Montello and Brockton, 
Mass., formally opened its new head- 
quarters at 189 Duane Street, New 
York City, right around the corner 
from the former location at 196 
Church Street. 

A constant growth in business and 
a desire to render the best service 
to its patronage, which includes the 
leading merchants from coast to 
coast, prompted acquiring a large 
building on Duane Street formerly 
occupied by the United States Rub- 
ber Co. 

In addition to a complete remodel- 
ing job resulting in the completion 
of what is now one of the most im- 
pressive structures in the New York 
shoe district, luxurious equipment 
has been installed as well as liberal 
arrangements for the proper han- 
dling of local trade and out of town 
buyers. 

The occasion of its opening was 
celebrated with a buffet refreshment 
service which continued throughout 
the day, at the beginning of which 
a tremendous solid silver loving cup 
was presented to the company by its 
employees. 

Business is now going on at its 
regular pace and the company is 
very anxious to have a personal visit 
from all its trade and friends. 








Signs of Shoes 


Auburn, Me.—W ooden 
shoes marked “Auburn, the 
Shoe City,” have been nailed 
up along the highways of 
Maine and the toe of every 
shoe points to Auburn. That 
is to guide motorists as well 
as to advertise Auburn, the 
leading shoe manufacturing 
center of Maine. 

















Goldman Closing Denver 
Department 


DENVER—The shoe department 
operated in the Weinberg Store, 
this city, by L. Goldman is being 
closed out. Mr. Goldman is going 
out of the business and the store, it 
is understood, will no longer operate 
a shoe department in connection 


with its ladies’ ready-to-wear cloth- 
ing business. 


College Girl Styles 


MILWAUKEE—Styles that appeal 
to the college girl are being fea- 
tured by the Simplex Shoe Manu- 
facturing Co. for the fall season, 
according to H. P. Plass, sales man- 
ager, and responseé to this line has 
been very good. 

“Business has been very good 
during the past few weeks and we 
are planning for the best fall season 
in many years,” stated Mr. Plass. 
“We believe that this will be a big 
year for the college girl type of 
shoe. We are featuring styles that 
would appeal to the young girl going 
away to school, and these are also 
good for other girls of the same age 
who wish to dress as near like the 
college girl as possible.” 

For this trade the Simplex com- 
pany is making up a line of sport 
and novelty shoes, principally ox- 
fords of the broguish type. They 
are developed in calfskins for the 
most part, with trimmings of lizard 
and alligator. At present blond 
tones are showing up well in orders 
for immediate delivery, but darker 
shades look better for fall business. 
Patent leathers are included in the 
line, but they are looked upon as 
staple numbers for evening wear. 


Survey Box Industry 


HAVERHILL—A _ survey of the 
wooden box industry in this city is 
being made in connection with the 
census inaugurated by the New 
England Industrial Council. The 
local shoe industry has as an allied 
branch a large number of box 
plants. The box industry in New 
England, it is estimated, adds $20,- 
000,000 annually to New England’s 
income and employs over 5000 work- 
ers in 133 factories. The survey 
will cover such matters as_ the 
amount of lumber used, average 
price paid, capital investment, gross 
sales, number of employees, earn- 
ings of employees, freight charges, 
and other such information. 


Menzies to Have New Branch 


NEW LONDON, WIs. — Definite 
plans for the erection of a branch 
factory here by the Menzies Shoe 
Co. of Fond du Lac, Wis., have been 
announced. The factory will be lo- 
cated on the south bank of the Wolf 
River, where arrangements have 
been made for extending a spur of 
the Chicago & Northwestern Rail- 
road to accommodate the new build- 
ing. It will be a one-story structure, 
making possible a daylight factory, 
with glass roof and many windows. 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 

















SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 











SALESMAN 
WANTED 


For Michigan. 


Straight commission basis. 


Give full details as to experi- 
ence in first letter. 


G. P. CRAFTS CO. 
Manchester, N. H. 


from beginning to end. 





CHAIN STORE EXECUTIVE AVAILABLE 
MERCHANDISING—LOCATIONS—MANAGING 


thoroughly conversant with every fundamental principle necessary to 
establish a strong chain of retail shoe stores, wishes.to connect with a 
reputable concern that contemplates or is now operating a chain of stores. 
This is an exceptional opportunity for a large organization to acquire the 
services of a widely experienced executive who knows merchandising from 
every angle, systematizing, efficiency problems, selecting store locations, 
closing of leases and arranging for the opening of stores, operating same 


Address Post Office Box 446, City Hall Station, 
New York City 














Milwaukee Work Shoes 


Increased production and demand 
enables us to put on additional 
men. We are looking for high 
grade salesmen for 
Colorado 
Georgia and Florida 
So. Illinois 
lowa 
Kansas 
New York State 
Good proposition; write giving sales 
record and references 
STEVEN STRONG SHOE CO. 
Milwaukee, Wis. 














SALES MANAGER 


Now with Middle West Manufacturer of 
ladies’ novelty McKays, in charge of Sales, 
Advertising and Credits. Can assume man- 
agement of entire factory or any of its 
executive offices. Desire connection where 
earnings will be commensurate with results 
produced. Address C-316 care Boot & Shoe 
Recorder, 189 W. Madison St., Chicago, III. 











SALESMAN and Factory Executive familiar 
“ with volume trade in Central States would 
like to hear from some reputable concern in- 
terested in a combination man. Address C-295, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


SHOE EXECUTIVE—with ten years all 

round experience covering sales, credits, 
collections, exports, and costs. Available im- 
mediately. Address C-311, care of Boot and 
sa Recorder, 207 South Street, Boston, 
Mass. 








SALESMEN WANTED 


with established territories to sell 
complete line ladies’ medium priced 
snappy novelties. Carried in stock. 
Strictly commission basis. Lib- 
eral terms. Must be a producer. 
States’ open, Georgia, Kentucky, 
Arizona, New Mexico, Michigan, 
Wisconsin, North Dakota, South 
Dakota. 

Address C-244, care Boot and 


Shoe Recorder, 207 South Street, 
Boston, Mass. 











WANTED—Experienced, high ered road 
men to sell a line of Calf Skin Welts for 

. Sixteen hot numbers in stock to retail 
at $5. Fancy Linings and Laces, Rosette Eye- 
lets, Hum-Dinger College Wallops. We want 
men with the pep of our line. Four territor- 
ies open. A r salesman can double his 
income. uick action necessary. MAULDIN 
SHOE CO., St. Louis, Mo. 





LINE WANTED 


INES WANTED — Cincinnati salesman, 

familiar with shoe trade, and with the 
Ohio, Kentucky and West Virginia field wants 
to represent popular priced lines out of Cin- 
cinnati. Can give excellent references -and if 
warranted will maintain Cincinnati office. 
Address with full details B. G., 990 Dana 
Ave,. Cincinnati, Ohio. 


MANUFACTURERS LINE WANTED —I 
am opening a specialty jobbing house for 
women’s novelty shoes to retail at $4.00 to 
$6.00. Would like to hear from manufacturers 
who are looking for large output and will ship 
shoes which I can sell from stock. Head- 
quarters will be in the largest commercial 
city of the South West. Will cover Texas, 
Oklahoma and Louisiana. Highest references. 
Capital limited. Address C-314, care of Boot 
and Shoe Recorder, 207 South Street, Boston, 


Mass. 











Use Recorder Service. There are 
many ways in which the Boot and 
Shoe Recorder can serve you. Write 
us your problems. 








FOR SALE 








FOR SALE 


Exclusive shoe store, established 15 
years, doing $40,000 yearly—clean stock, 
low rental—100% location in live, going 
vil town on Mexican border of 30,000 
population. Owner wishes to sell on ac- 
count of ill health Address Box 
C-309, care Boot and Shoe 
pecussen, 207 South St., Boston, 

ass. 











FOR SALE—Profitable shoe business, estab- 
lished four years, in Toledo, Ohio. Doing 
$45,000 annually. Rental $125 monthly. Will 
sacrifice. Address C-305, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





FOR SALE Established Shoe Store; inter- 

ested in manufacturing so can not give 
shoe business further attention. Easy terms, 
with small amount of cash or real estate. 
Box 750, Norfolk, Va. 





FOR SALE—A well established shoe _busi- 
ness on Gulf Coast at Bay St. uis, Miss. 
Owner wishes to retire, reason for selling. 
About five thousand dollars will handle the 
proposition; cheap rent. Address O. T. 
Arnold, Bay St. Louis, Miss. 








FOR LEASE 





ONE of Utah’s best stores will lease shoe 
department to responsible lessee.- Depart- 
ment now doing $40,000. Splendid equipment. 
Address C-294, care Boot and Shoe Recorder, 
207 South St., Boston, Mas. 








WANTED TO PURCHASE 


WouLtp like to buy established retail shoe 
store doing fair business within 25 miles 
of Boston. Address C-299, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 














Live salesmen wanted, with. estab- 


lished trade, to carry as side line all or 
part of young ladies’, misses’ and chil- 
dren's novelties, in stock shoes, Chicago. 


7% straight commission. References re- 
quired. We have the following territories 
open : 





Arkansas Missouri 
California Montana 


. . Idaho Nebrask 
A SALESMAN Territories Illinois (exclusive New Mexico 
of Chicago and No. Dakota 
suburbs) So. Dakota 


ss Indiana Oregon 
Kansas 
Kei kK 7 ++ . 
Capable of Earning $7500 | | Alabama as Peetsee 
Veart = — West Virginia 
y Arkansas i Michigan Northern Ohio 
nnesota No. Wisconsin 


One who is experienced in each of the ° ° Address C-262, ¢/o Boot & Shoe Recorder, 
territories in the column to your right. California 207 South Street, Boston, Mass. 
He must have established territory and 


help us keep on growing. Florida nee 
SALESMEN WANTED to sell side iine all 


The man who makes good on this job " leather first steps 1/5 and_stitchdowns 

probably will not stop at $7500 or any- Georgia oe perrotess quality oon all 
‘ $ a 3 , #7 per cent commission. MAIZE 

thing like it. As he helps us grow he SHOE COMPANY, 420 St. Paul St,, Roches 

will grow with us. We’d like him to be Illinois ter, N. Y. 

fairly young, but not too young, enthu- _ 

siastic and certainly energetic because ALESMAN to carry nationally known line 


our concern though established 27 years Kansas eral cade gutaies Geather soles) js leathers 
< s d so a ‘ . 5 
and prosperous is managed by young Address C-285, seo Mest and Shee Deine 
men who are “on their toes’ every Mississippi 207 South St., Boston, Mass. 7 


minute. — 














Our line consists of Ladies’ clever styles Montana ne Wan ee a 5-00" 5 $650. 
in a os) “— and $3.35 (with spe- a a a sen and Indiana territories 
cia s at $ ” t is not nationall ad- . n app ying give experiences an reter- 
vertised but is manufactured at low Ft New York ae B. PIEKENDROGR “x 
cost and we make prices talk. This per- SONS, DUBUQUE, Iowa. 

mits selling both large and small accounts North and South ———— - 
and the man selected should know both - ANTED-—-Salesman with established trade 
in hele territory. Carolina Shon sell as a side-line our Instock Juvenile 


anne a. Good territory 
It is a real opportunity but only for a open. x1Ve u —_— ars in first letter. 
. } H. H. Freeland, Inc., Rochester, N. Y. 
real man. Write us frankly, in confi- Oklahoma Caxoainimenaimmmes psiloc so 
dence, and if you really feel you can IDE LINE SALESMEN on leather padded 
qualify submit references so that we can Tennessee sole slippers. Liberal commissions. Ad- 


reach a decision after readin our fir dress C-313, care of Boot and Shoe Recorder, 
ey st 207 South Street, Boston, Mass. 


letter. Address Texas 








SALESMAN—Experienced shoe salesman to 
represent an established shoe manufacturer 


C-312, ¢/o Boot & Shoe Recorder West Virginia of a line of Ladies, Misses, Children’s, Boys 


and Little Gents medium priced McKay shoes. 
Carry as a side line on commission basis, 1n 
any part of U. S. A. Must furnish best of 
references. Apply by letter, giving age and 
experience. Philip Schneider Shoe Company, 
328-332 N. Jefferson St., Allentown, Pa. 


189 West Madison St., Chicago, III. 























PPORTUNITY FOR LIVE WIRE SALES.- 
MEN to sell on commission basis a_ well 
known line of men’s house slippers, ladies 


: boudoir and onestraps, Ballets and traveling 

ere S a ortunity slippers from _ stock. Reference required. 
Territory available. Resident salesmen for 

many large =... States wn: ~~ > be 
j H ; vi Ss lina, Virginia, . Vir- 

In the State of Iowa for a hardworking salesman, with a peppy line aan SS “Texas, Missi 
j 5 ippi, P. yl ia, Michigan, Oregon, ash- 

of Men’s and Boys’ shoes to retail at $5.00 to $6.00. iokce, Onlaheme,, Colorado,” Arkansas. The 
Get in touch with me for details giving experience, age, present con- Revld Sse Se Gadenel, Cun 29 W. 


nection or references. 











OPPORTUNITY for a number of live wire 

salesmen to sell on a ——a 2 

AD ti lly known non-competitive line o en’s 

B. C. BOWEN, 189 W. M ISON ST., Sec, Coonfort and ~~ @ Referenses 

GO ired. Territories available—Ohio, Indiana, 

CHICA ? ILL. —, Arkonens, Louisiana, Washington, 

Montana, New York State, Oregon. Idaho. 

Colorado. Address C-275, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














S ALESMEN WANTED — Real _ producers SALESMEN—We are seeking the services 
with established trade for Georgia, Ala- of a salesman who is capable of selling a RE you interested in an up-to-date line of 
bama, Mississippi and California. This is a line of High-Grade Men’s Shoes in Virginia, AG's and Misses’ Turn Shoes? Splen- 
manufacturers in-stock proposition. Boys’ and North Carolina, and South Carolina. We did opportunity for high grade shoe salesman. 
Girls’ McKays and Children’s Flexible Welts. are also looking for another salesman for References with application. Address C-243, 
Liberal commission. Full time or side line. Georgia and Florida. Write us fully regard- care Boot and Shoe Recorder, 207 South St., 
Give experience and references first letter. ing your experience and give us references. Boston, Mass. 

Address C-310, care Boot and Shoe Recorder, Charies A. Eaton Co., Brockton, Mass. 
207 South St., Boston, Mass. 


SALESMEN ee ee tondut, ANTED—A representative for Pennsylvania 
i it). St ine medi i i 
tediieda Ketsbitehed tends. Bix por cont Wo sell a line of men’s fine shoes to retail im. b ae "ts which the Boot and 
commission. Fall -“- ious or Figg sendy, trade on — Well known ang 3 ad Sees Recardor can serve you. Write 
: aa ress C-315, care men ‘ 
= bs pore der, 207 South Street, c 25 2; care ome t and Shoe Recorder, 207 South us your problems. 
t., Bo 


Boston, Mass. ston, Mass. 
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SALESMEN WANTED SALESMEN WANTED 


HELP WANTED 











RESIDENT SALESMEN 


MEMPHIS NASHVILLE 
NEW ORLEANS DALLAS 


Old established well rated Mfr. desires salesmen with estab- 
lished trade in each of the above city territories. Complete in 
stock line of Ladies’ McKays at $2.35. No objection to non- 
conflicting side line. Write confidentially including references. 
Address C-300, care Boot & Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 





A Splendid Opportunity 


is open for an aggressive A-1 buyer and 
manager for a men’s shoe department. 


The department is well established with 
a gilt-edge clientele in one of the largest 
southern cities, and has an ideal location 
—a widely known house. Possibilities 
exist for the right man to greatly increase 
an already good volume. 

Write stating experience and past or pres- 
ent connection. All communications con- 
fidential. 


Address 
Shoe Recorder, 
Boston, Mass. 


C-317, eare Boot and 
207 South St., 
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FOR RENT 


Light, Commodious Office 


for One or Two Lines 


A modern office and salesroom, handily located in center of New York City 
shoe business. An unusual opportunity for one line or two competing lines. 


9.9.8. .4..%..%..0..9 
Se &@& 2 SB SR SRE 


C-308, Care Boot and Shoe Recorder 
239 West 39th Street, 9th Floor, New York, N. Y. 
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WANTED TO PURCHASE 











Sell Us Your Left Over 


New York Export Purcuasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 


ESTABLISHID 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. eS 
no object. Retail or wholesale. Short 
term leases taken off your hands. 
Wire or phone us. Correspondence 
confidential. Hstablished 1890. 


263-271 LEXINCTON AVE , BRGDKLYN. NY. 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0352 





MISCELLANEOUS 








Imported Cut Steel 
Buckles 


Always IN-STOCK for Your 
Immediate Needs 
Price $1.00 to $5.00 per pair, also ex- 
elusive designs up to 0. 


Sample assortment and prices gladly 
sent on request. 


NUMBERS OFFERED FOR 
“SALES PURPOSES.” 


SPECIAL 


Waverly Shoe Trimming Co., Inc. 
151 Vanderbilt Avenue, Brooklyn, N. Y. 

















CASH PAID 


for entire shoe stocks or s us stocks 
of shoes or other merchan Any 
tity. Prompt attention given. 


KIRSCH-BLACHER CO.., Inc. 
€22-624 Broadway, New York, N. Y 
Phone Spring 1443 


CASH PAID 


for shoe stores or surplus stocks of 
rchandise. 
taken over. We will send a 


sentative to investigate and "mabe 
offer upon request. 


Kelner Cerf. Mercantile Co., Inc. 


S Sreadwer, New Vert City 
Phase Canal -6942-6943 























“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 
Trade Mark Reg. U. © 





nip are made of 
grade tool steel, 
io plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 
Be sure and specify 
nuine 
“MANCHESTER” 
eurved jaw when er 


direct if 
your dealer cannot 
| supply you. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. fro 
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_ aH IATHM 


























August 28, 1926 


BOOT AND SHOE RECORDER 











MISCELLANEOUS 


MISCELLANEOUS 








SOMETHING 


SAMPLES OR HAVE 


394 Ralph Ave. 


NEW 


Beaded and Braided Pump Holders—Many Styles 


ASK YOUR SHOE SUPPLY DEALER FOR PRICES AND 
HIM GET THEM FOR YOU 


SUPERIOR SHOE ORNAMENT WORKS 


Brooklyn, N. Y. 


oe : 
Now Is the Time to Order 


SHEEPSKIN 
MOCCASINS 


Men’s, Women’s and Children’s. 
Big Variety. Write for Catalog. 


MIDWEST MFG. CO. 
430 S. Green St. CHICAGO 














New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 


Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 
Stock always on 
hand. Shipped 
any where. 


Prices: From $2.00 each up 


Crown Motion Picture Supplies 
Now located at 729 7th Ave. 

3rd Floor, Room 310 
New York City 





| Milbradt 
Ladders 


made for 40 years 
by the origina] in- 
ventors. 

ade in all styles 
to suit any shelving 
condition. 
Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Tug Oscar Onnen Ca 


Tiw. FOURTH! $¥. 
SINCINNAT!, O 
60 net mene 
Metel Matures @& 

















WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 





A SHOE STORE NECESSITY 


“VARNUM” 
(Trade Mark Reg. U. 8. Pat. Of.) 
SIZE STICK 
The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, 
English 
Measures 
Three Styles 1-23 
RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 


Quality Maple Weed 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 
the store, also « leng wearing 
and useful ene as well. 


) Specify “VARNUM” 


To Your Jobber or Write Direct 
Manufacturers 


F.W. Whitcher Co. ‘cimj."n* 
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The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-S9W 347" ST. NY.C 
Phone WISCONSIN B1I30 
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Are you looking for boudoirs that will 
make your trade speak of your service 
in the highest terms? y boudoirs 
have always made good because they 
are made good. The name of Greeley 
means but one quality—the highest. 
Shipments from stock 


A. W. GREELEY 











Manufacturer 
Haverhill Mass. A 








Officially adopted 
by the _ Interna- 
tional Association 
of Masters of 
Dancing. Made by 
master craftsmen 
of the finest ma- 
terials and with 
superb fitting 
qualities and 
strictly bench 
made. 

We also make a 
new BALLET 
SLIPPER COVER 
(Patent Applied 
For) to use for 
practice. 





Send for Samples. 


; We advertise your territory 
304-300 W.42ndSt. for you. 
New York 








The Difference 
Between Turns and 
McKays 


This is only one of the sub- 
jects discussed in a 16-page 
booklet—just off the press. In 





addition to telling how turns 
and McKays are made, there 
are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 
vouch for it. 


25 cents per copy 
(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207 South St. Boston, Mass. 








ANOTHER STEP 
FORWARD 


No. 7 Double Serrated 


No. 189 Double Scallop 
No. 151 Double Serrated 


No. 181 Double Scallop 


To insure its customers the benefit of 
the latest developments and ideas in shoe 
trimmings, the Hamilton-Wade Company 
is ever alert to the advances made in this 
line and in following this policy it has ob- 
tained the sole right to manufacture and 
distribute strippings and pipings made of 
Tufskin. 


Tufskin is a waterproof and fadeproof 
material of great strength, made in plain 
colors and reptilian grain to match your 
leather, also in Tutone effects. 


Our Service Department will gladly fur- 
nish any information you may desire, 
also samples and quotations. 


HAMILTON-WADE CO. 


Makers of the Well Known Biwelt 
Haverhill Street 


BROCKTON, MASS. 
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Tus illustration proves that the ordinary methods of 
attaching wood heels is unsatisfactory. The victim might 
escape serious injury, but you cannot escape. You have lost 
a customer. Why do you permit such occurrences when 
you can easily remedy this evil—by specifying ALPHA 
Woop Hee: Screws? 
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Women expect not only style and comfort in their foot- 

Farsighted retailers forestall vain wear, but also security. They are not familiar with the 

ies Scere backdated shoe’s construction, but they have confidence in you. A 
LPHAWOop HEEL Screws by the ‘ . 

manafelturer, An important litle loose heel will destroy that confidence. For your own pro- 

detail that will safeguard your tection, as well as that of your customer, insist upon the 


customer and help create goodwill use of ALPHA Woop Heet Screws in all your shoes. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


When writing to advertisers please mention Boot anp SHoz REcorRpER 





